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MERCHANDISING, SELLING, INSTALLATION AND MAINTENANCE OF 
COMMERCIAL REFRIGERATION AND AIR CONDITIONING EQUIPMENT 


PREVENT 


a 


aed 


TEC EICIRR I a 


WITH ALCO EVAPOTROL 


... the “vest pocket” 
evaporator pressure regulator 
for “4 ton, nominal, “Freon-12” 


Your freeze-up troubles are over when you equip 
beverage or water coolers with the ALCO Evapotrol... 
the simple, compact, lightweight control, precision- 
engineered for smalier installations. 


It’s excellent, too, for accurate control of a single 
ln Posed ces . . . * 
eet a , evaporator in a multiple system... by maintaining 


/ ._ — aa, constant evaporator pressure, regardless of fluctuations 
ee, 
a 


in suction pressure. 


EXCLUSIVE FEATURES: 
P 1. “Come apart” construction for cleaning and servicing 
> 2. Gauge connection. 
> 3. Manual gauge shut-off valve built in. 


* Bulletin 760 will bring you detailed data on Evapotrols 
with flare or solder connections. For larger regulators 
request Bulletin 183. 


Designers and Manufacturers A iE ¢  @ ) TY A 2 ¢ © CJ 
of Thermostatic Expansion 


Valves; Evaporator Pressure 
Regulators; Solenoid Valves; 


Float Valves; Float Switches, oe ) KINGSLAND A bad ST. LOUIS 5, MO. 





EQUIPMENT 
MERCHANDISING INSTALLATION MAINTENANCE 


We have decided to change the name of The 
Refrigeration Industry magazine to 
MERCIAL REFRIGERATION 
AND AIR CONDITIONING 


We feel that this new name more nearly covers 
the editorial scope of our magazine, and that it 


more fully reflects the type of material the 


‘magazine is presenting in this field. 


There is no other change. The new name, we be- 
lieve, defines our activities — and our readers’ pri- 
mary interests—much more clearly. We know you'll 
agree. This April 1949 issue of the magazine is 
the first with the new title. 


Arieg Meh 


Publisher 








SERVICEMAN 7 
MUST HAVE! RF&85 SET 


Here’s a Hard-Working Partner for 
a good REFRIGERATION SERVICEMAN 


When your “know-how” is teamed up with this 


BONNEY ‘RFSS5 SET . complete and handy tool set you are bound to 
OF 76 TOOLS make more money by speeding up your jobs. 


You can reach into this red crackle-finish 


includes: metal box—mighty handsome!—and pull out 


4" and. 3%” square drive 5 = . 
: ms just the tool you need to service toughest jobs. 

sockets & attachments, double tn * 

inflent wreache. ‘canite- Get yourself a handy ‘“‘partner’’—this Bonney 

tion wrenches, right angle RF85 Set of 76 easy-handling, extra-tough 

wenacnes, Mantas See tools. Whether you need a set or a 


hexagon keys, screw drivers, 


Secs. whit KM til single tool—for a complete descrip- 


cutter, flaring tool, hacksaw, tion of the entire line-up coe 


hammer, shop knife 
: Wak Coupon Selow 


for NEW BONNEY CATALOG and name 
of nearest Bonney refrigeration jobber. 


BONNEY FORGE & TOOL WORKS, ALLENTOWN, PA 
Please send me without charge, latest catalog showing 
Bonney Tools and Tool Sets. RI 1-49 
NAME 
ADDRESS 
ALLENTOWN, PA.  _ 





WHEREVER YOU GO, in commerce or industry, there’s a Temprite model 
to fit virtually every drinking water cooler requirement. You can offer 
the streamlined styling of the pressure type model or the convenient 
bottle cooler for light duty use, or where plumbing facilities are not 
available. You can offer the hermetically sealed, air or water cooled 
condensing unit or the open type condensing unit. Odd frequencies or 
voltages may also be serviced. All models meet requirements of the 
National Bureau of Standards and are approved by Underwriters’ 
Laboratories. All existing local sanitary codes are being met. 


FOOT PEDAL, is now available as 
optional equipment. All pressure 
type models maintain virtually 
constant stream height in spite of 
outside pressure variations of as 
much as 20 to 80 pounds. Annoy- 
ing spurting and splashing has 
been eliminated. 

ACCIDENTAL FREEZE-UP will not 
damage unit because of specially 
designed Temprite storage tank. 


ADJUSTABLE Thermostatic Control 
regulates water temperature. 


5 YEAR WARRANTY protection plan 
available on all hermetic models. 


(Above) EASY FINGER TIP PRESSURE 
starts a smooth, steady flow of 
perfectly cooled drinking water! 
Sparkling stainless steel top! 


(Right) FRONT PANEL is removable 
in mere seconds for quick servic- 
ing. Side panels, not screwed to 
frame, may be slid off as shown. 
It is unnecessary to remove cabi- 
net from shumhine connections. 
Any panel which may become 
damaged in use, can be replaced 
without returning the entire unit. 


7 
TEMPRITE PRODUCTS 
41 PIQUETTE AVE. 
DETROIT 2, MICH. 


Please send me details regarding 
chise for my territory and also sen 
the “‘Water Cooler Story.” 


our distributor fran- 
me my free copy of 


_————————————— 


Address 
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Why you can 


LINCH MORE 
SALES... 


...withH TEMPRITE 


BECAUSE TEMPRITE was designed with sales in mind 
- you can clinch more sales with Temprite! 


Because the most conservative office manager 
-..or... the most practical factory manager 
will look upon the Temprite Water Cooler with 
a lively enthusiasm ... you can sell Temprite 
wherever you go! 


The Temprite water cooler carries with it no 
suggestion of prosaic design, no hint of yester- 
day. Its functional, streamlined beauty is re- 
freshingly new! Just look at its graceful lines 
of gleaming perfection, and inspect every last 
detail of craftsmanship ... from its silver- 
soldered refrigeration joints to its satin-smooth, 
stainless steel top, from its constant-pressure 
regulator to its stainless steel lowside. 


If you’re in the doldrums, Temprite will put 
new pep in your step! Yow’ll approach your 
prospects with solid confidence! You'll clinch 
more sales with Temprite. 


eSINCE 1929 


rile 


41 rm Detroit 2 


Manufacturers of commercial and cabinet type water 
coolers, industrial water coolers, carbonators, draught 
beer coolers, soda fountain coolers, temperature control 
valves, oil separators, equalizer tanks, heat exchangers, etc. 
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COMMERCIAL 
eFGERTON 


THE COVER . . . With this issue, we change our name to COMMERCIAL 
REFRIGERATION AND AIR CONDITIONING. As our photo montage in- 
dictates, however, our basic editorial aims have not altered. We will continue 
to bring you information that will help you in the merchandising, selling, 
installation and maintenance of commercial refrigeration and air condition- 
ing equipment. 


IN THIS ISSUE 


FEATURES 


MOISTURE PROBLEMS AND THE SERVICEMAN 
Part 2—Moisture Elimination in the Field 


MANAGEMENT MAKES THE DIFFERENCE 


DEPARTMENTS 
About People 


Commercial Refrigerator Sales News 
Contractor News 


Here's How 


New Products 

Opportunities 

Over the Counter 

Practical Refrigeration Applications Manual 
Refrigeration Industry News 

Useful Literature 


Published monthly by REFRIGERATION PUBLICATIONS, INc., an affiliate of INDUSTRIAL PUBLISHING 
Co., publishers of AppLiep Hyprau tics, Diz CastINnas, Fiow, Inpustry & WELDING, OccuPA- 
TIONAL Hazarps, and THe TAXICAB InbusTRY. Member, Controlled Circulation Audit, Inc., and 
National Business Papers Association. Not responsible for unsolicited editorial material. 


Subscription rates: United States and eee 00 per year, $5.00 for 2 years; Canada— 
$4.00 per year, $6.00 for 2 years; Foreign—$5.00 per _ Single copy price, 30 cents. All sub- 
scriptions subject to individual acceptance by a publisher. 


Acceptance under the Act of June 5, 1934, at Milwaukee, Wincsnsin, authorized March 26, 1947. 
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TRY THIS 
5) (f 


P2 “RATLE-RATLE TEST 


a YS BEFORE YOU BUY A DRIER 


The dehydrant is tightly packed in all Henry 
Driers and the compression spring is used in 
non-refillable types having a shell diameter of 
2”. There is no “rattle rattle’ because of an 
exclusive patented compression spring design 
which holds dehydrant particles under pres- 
sure, minimizing “powdering”, due to abrasive 
action with resultant clogging of screen. In- 
stalled in a refrigerant system, the spring also 
compensates for volume changes in the dehy- 


Shake the Unit Back and Forth— 

» If the Dehydrant is Loosely 
Packed and Rattles, Powdering 
May Have Taken Place. 


a HENRY 


eal 
WILL NOT RATTLE 


tae kee Re 
a th Cm eS: 


drant and prevents refrigerant by-passing. 


OTHER s 
FEATURES |! 


OF HENRY ABSO-DRY DRIERS: 


1. After all traces of free moisture ore removed, 
o Henry Drier with flare connections is pressure 
seoled with dehydrated air. Loosening of a filcre 
nut produces a hiss, proving thot there are no leaks 
ond that the drier is in factory-fresh condition. 


2. Patented dispersion tube minimizes pressure 
drop and exposes entire volume of silica-gel to 
refrigerant. Suitable for suction line applications. 


3. 30 x 250 mesh mone! outlet filter will not col- 
lapse under any ordinary system pressure 


4. Forged brass end cap construction with integral 
connections. Wide wrench flats. 


5. Patented 8-Bolt distortion-proof flange design 
in cartridge type driers. 


6. Silver brazed construction. 
7. Polished and lacquered notural brass finish 


8. Driers with flare end connections furnished with 
flare nuts and seal bonnets. 


MAKE THE RATTLE-RATILE TEST 


AND YOU, TOO, WILL STANDARDIZE ON HENRY 


SOLD BY LEADING WHOLESALERS 


HENRY VALVE CO. 


Melrose Park, Ill. (Chicago Suburb) « Cable: HEVALCO Chicago. 
x Registered U.S. Pat. Off. 
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LARGE VIEW shows patented compres- 
sion spring which maintains constant 
pressure on the entire volume of de- 
hydrant. 


Valves, Driers, Strainers, Control Devices 


and Accessories for Refrigeration 
and Air Conditioning and 
Industrial Applications. 





= > , RCCL Hale Sa elt 


HERE iS REAL REFRIGERATION 
APPLICATION HELP! 


Even with a sound knowledge of refrigeration 
principles and a broad installation experience, 
refrigeration men rarely find the answers on any 
two jobs to be alike. That is why we have in- 
cluded a great deal of helpful, time-saving appli- 
cation data in this new Brunner catalog. Several 
pages of “cross section” illustrations help in 
showing customers exactly why you recommend 
a certain size and type of condensing unit. 


Equally important are 22 pages of illustrations 
and capacity data on all the Brunner air and 
water cooled refrigeration condensing units. 


BRUNNER MANUFACTURING CO. 
Utica 1, New York, U.S.A. 


ero RESPONSIBLE REFRIGERATION MEN, this data will prove valuable. A note on your letterhead 
will bring a copy by return mail. No charge. 


| 
| 


REFRIGERATION 
CONDENSING UNITS 


---@ size and type 
for every purpose 


AIR AND WATER COOLED MODELS 
Y% HP. TO 30 HP. 
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WuEen you install Carrier Compressors, you're giving 
your customers the kind of product that builds good 
will and more business for you. Unlike ordinary com- 
pressors, Carrier Compressors deliver efficient, eco- 
nomical service not only when they’re first installed, 
but also after they’ve had hard use. 


Carrier Compressors Keep Oil from Robbing Refrigeration 
Most ordinary compressors perform up to par at the 
start. After a few months, however, they let oil get 
into the refrigerating coil to rob the refrigerant of its 
effectiveness. But not Carrier Compressors! They keep 
the oil where it belongs — in the crankcase. They do 
this by a series of Carrier-designed steps, among them: 


1 An unusually large suction manifold, where en- 
trained oil particles are separated from the mixture. 


2 A 90° turn in the gas flow, which causes additional 
oil particles to impinge on the side of the manifold. 
This oil — plus the oil separated previously — is re- 
turned to the crankcase via a drilled passage. 


An oil-return check valve between the suction mani- 
fold and the crankcase. This valve prevents oil from 
traveling from the crankcase back to the manifold. 


Install Carrier Balanced Refrigeration for Best Results 


Carrier Compressors and Carrier Cold Diffusers are de- 
signed and made to function as a team. Perfect partners, 
they deliver maximum refrigeration at minimum cost. 
The Carrier reputation, earned through early pioneer- 
ing and years of constant research and practical ex- 
perience in refrigeration, is assurance of satisfaction. 
Write for the Carrier Compressor Catalog CR240 
or the Carrier Cold Diffuser Catalog CR241. Carrier 
Corporation, Syracuse, New York. 


AIR CONDITIONING + REFRIGERATION + INDUSTRIAL HEATING 
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Improves Your 
Equipment Efficiency 


NEW A-P MODEL 216 with new pressure 
limiting and multi-outlet features. Adjustable 
superheat. For air conditioning and large 


el eal) Lieb a ee --  a-) ee 





tributor shown with flange type connection 


A-P DEPENDABILITY IS A GOOD COMPONENT FOR YOUR PRODUCTS 


@ In the new A-P Thermostatic Expansion Valve you have 
an engineering ‘‘package’’ — a single compact unit with 
improvements that cut service costs and step up perform- 
ance. For example, you reap the benefits of pressure-limit- 
ing overload protection, an internal or external equalizer, 
plus multi-outlet distributor. A-P Model 216 with its distrib- 
utor feeds twelve or less lines at a time. No line is overfed, 
none neglected . . . each receives an exactly equal supply 
of refrigerant. This is the way to get top coil efficiency for 
maximum refrigeration. The new bulletin, yours on. request, 


tells the whole story. A-P MODEL 216 
MULTI-OUTLET VALVE 
Illustration shows sweat type connection with 
SEPARATE multi-outlet distributors mushroom type Distributor and multiple coil 
for easy connection to valve after outlets. A-P Model 216 is available in three 
sizes: 3.6, 7, and 11 tons Freon capacity: 
with distributor, 3, 6.5, and 10 tons capacity. 
For air conditioning and large commercial 
stock separate valves for varying applications. 
numbers of outlets. 


AUTOMATIC PRODUCTS COMPANY 


2486 NORTH THIRTY-SECOND STREET, MILWAUKEE 10, WISCONSIN 
EXPORT DEPARTMENT: 13 EAST 40TH STREET, NEW YORK 16, N. Y. 


DEPENDABLE e¢pigerction Values 


STOCKED AND SOLD BY GOOD REFRIGERATION WHOLESALERS EVERYWHERE . . . RECOMMENDED AND INSTALLED 
BY LEADING REFRIGERATION SERVICE ENGINEERS. 


installation to coils. Straight or 
mushroom type. No need to buy or 
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with Gold Bond ZEROCEL 


“Fireproof Refrigeration Construction” 


VEN an icehouse can burn if it’s not properly con- 

structed with fireproof materials throughout. Whether 
you are building, expanding or remodeling, you'll mini- 
mize fire hazards and protect your investment if you 
consult “Fireproof Refrigeration Construction”, the new 
Gold Bond Zerocel Booklet. 


Leading owners and builders throughout the Refrig- 
eration Industry specify Zerocel insulation for three 
important reasons: perfect insulation performance; fire 
protection; and economy. Send for your copy of this 
free booklet today ! 


NATIONAL GYPSUM COMPANY 


e Efficient, 


“y" factor of 


0.24 BTU ot 60 F. 


e Fireproof 
e Will not absorb mo 
e@ Odorless 
e Will not settie 
@ immune to fungus, 
and decay 
e Easier application 


° BOND 


CEL 
INSULATION 


isture 


rot 


National Gypsum Co., Dept. I-94 Buffalo 2, N. Y. 


Gentlemen: Please send me a FREE copy of the new 


Gold Bond Zerocel Booklet, “Fireproo 


Refrigeration 
Construction.” 
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COMPLETE ONE-PACKAGE SALESMAKERS 


Whether your customer buys 
a replacement V-Belt in your 
store, or you make the replace- 
ment on a home service call, 
you'll give your customer top- 
quality, reputation-building 
merchandise by selling a 
Dayton V-Belt. 

Dayton offers you a choice 
of three complete, compact 
Salesmaker units, one of which 
will fit the V-Belt demands of 
your particular store and serv- 
ice. Each features Dayton 
V-Belts, the only V-Belt built 
with Raytex Fortified Cord 
for minimum stretch, greater 
flex strength and longer life. 

With a Dayton Salesmaker, 


you get complete selling tools : 
... to help you build your serv- stest-selling 
ice reputation ...make more £0 Service refrice — 
V-Belt sales ... increase your washers, pumps, ; ; 

£h.p, motors, V-Belts oa sel 


‘ og sors, all ty pes ' 
V-Belt profits! Write today to _— ifn ling 


‘ ‘Ou sery- 
Dayton Rubber, Dayton, Ohio. Ice Practically a v4 


ll 
©quipment and machine’ 


rators, a 
> Compres- <9 of the f. 


DAYTON MATCHOMETER INSTRUCTION FOLDER... WALL, WINDOW POSTERS CATALOG No. 44... Com- 
for determining correct DISPLAY HINTS... to ... to let customers know plete listings, with cor- 
replacement V-Belt. help increase V-Belt sales. you sell ¥-Belts. rect V-Belt replacements. 


aytoma Mulobar 


THE MARK OF TECHNICAL EXCELLENCE IN NATURAL AND SYNTHETIC RUBBER 
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THE WESTINGHOUSE 
FOOT PEDAL CONTROL 


SAYS 


Yes, Foot Pedal Control can be a life saver in many cases 

. it’s standard equipment on all Westinghouse Water 
Coolers. But, that’s only one reason why Westinghouse 
Water Coolers sell easier . . . make friends faster. Just look 
at some of these other selling features: Automatic Stream 
Height Regulator, Stainless Steel Top, Anti-Squirt Bub- 
bler and the 5-Year Guarantee Plan. Also available is a 
Pushbutton Bubbler Kit* which works in conjunction 
with the Foot Pedal Control. 

Add them all up .. . you'll see why the Westinghouse 
Water Cooler line is the faster selling line—the leader 
line. Remember, with Westinghouse you have seven 
models, a size and type for every need. 

*Available at slight additional cost. 


WESTINGHOUSE ELECTRIC CORPORATION 
Appliance Division . Springfield 2, Mass. 


; 


Built Right—Priced Right—Amazingly Free From Service 


“NIX TO SITUATIONS 
LIKE THIS” 


FOR FURTHER INFORMATION CALL YOUR 
WESTINGHOUSE DISTRIBUTOR OR MAIL 
THE ATTACHED COUPON TO 
WESTINGHOUSE ELECTRIC CORPORATION 
SPRINGFIELD 2, MASS. 


REQUEST FOR FURTHER 
INFORMATION 


Name 
Street___ 
City 


State saciid 
438 
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Condensers. ..Lvaporators 


B & G Condensers and Evaporators are distinguished by excellence 
of design and precision workmanship which assure peak perform- 
ance, both as original equipment or in replacement installations. 


You'll be particularly interested in the ingenious design of the 

Constructed, tested and stamped in accordance Evaporator which permits uninterrupted vapor and oil flow— 
with A.S.M.E. Unfired Pressure Vessel Code. . ° ‘ ” . 

prevents oil trapping in the head passes. You'll like the method of 

serrating tube sheets to make a leak-proof junction with the tubes. 


Both B & G Condensers and B & G Evaporators are constructed 
according to U69 Code of ASME Regulations. For your next job be 
sure to look first at B & G equipment. 


SEND FOR NEW CATALOGS 


B & G Refrigeration Equipment is 
fully described in these two catalogs. 


The diagram above shows how the tube wall is Complete engineering data is given, 
forced into serrations, or grooves, in the tube sheet . ° . ° 
when the tube is rolled in. A leak-proof junction together with simplified selection pro- 


between tube and sheet is thus effected. cedures. Send for your copies today. 


Hydre -Fio 


REFRIGERATION EQUIPMENT 


BELL & GOSSETT COMPANY 


Dept. RAY-45, Morton Grove, Ill. *REG. U.S. PAT. OFF. 
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CHASE COPPER SOLDER-JOINT 
FITTING 
ADAPTERS 


(MADE OF TELLURIUM COPPER) 


O need to fear pulling a wrench on Chase 

Copper Solder-Joint Fitting Adapters. They 
are designed for greater strength and resistance 
to deformation to withstand the stresses imparted 
by wrenches. Chase Adapters are also made of 
Tellurium* Copper, a special patented Chase alloy 
that machines into uniform, clean-cut threads— 


for tight joints. Chase Copper Refrigerator Service 


In addition, every Chase Copper Tube Adapter Tube in sizes %" to %" diameter is 
is made with SO, threads in sizes through 1” packed in this extra handy package 
nominal. And all Chase Wrought Copper Fittings that prevents two-layer coil of tube 
are made to fit the tube accurately—and are as from shifting. Tube is extra soft 


for easy working, and packaged in 
50‘ standard lengths, with special 
Ask your distributor for Chase Copper Refrig- sealed ends. 


erator Tube and Fittings. Both are made to the 
same high standard of quality. *U. 8, Pat. No. 2,027,801 


he Maltin Headguarlers fob 
(‘hase 4} BRASS & COPPER 


WATERBURY 91, CONNECTICUT SUBSIDIARY OF KENNECOTT COPPER CORPORATION ‘ 


THIS IS THE CHASE NETWORK... handiest way to buy brass 


ALBANY? ATLANTA BALTIMORE BOSTON CHICAG9 CINCINNAT! CLEVELAND DETROIT HOUSTONt INDIANAPOLIS KANSAS CITY, MO. LOS ANGELES MILWAUKEE MINNEAPOLIS 
NEWARK NEW ORLEANS NEW YORK PHILADELPHIA PITTSBURGH PROVIDENCE ROCHESTER{ SAN FRANCISCO SEATTLE ST.LOUIS WATERBURY (tindicates Soles Office Only 


sound and non-porous as the tube itself. 
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|| eady | 
> Johns-Manville THERMAL INSULATIONS | 


. 
FAHRENHEIT 
3000 + 


JM- 3000 BRICK 


J M-28 BRICK 


2800 “i eee JM-26 BRICK OR FIREBLOK 
SiL-O-CEL SUPER BRICK 
asee JM L.W. FIRECRETE ® 
2500 J M-23 BRICK OR FIREBLOK 
2400 ep J M-20 BRICK OR FIREBLOK 
2300 ~Riee : J M- 1620 BRICK OR FIREBLOK 
tes SIL-O-CEL C-22 BRICK 
INSULATING FILLS 
SUPEREX ®©© 
INSULATING CEMENTS 


Sit-O-CEL 
C-3 CONCRETE 


$iL-O-CEL 
NATURAL BRICK 


BANROC ©.0.0 


MARINITE © 
SUPER 
FIRE-FELT 
©©® 


ASBESTO- 
SPONGE 
FELTED 


©0©.© 


©© ® ASBESTOCEL 
©.©.@ ZEROLITE 


RE-SHRUNK WOOL FELT 
- HAIR FELT 


©.©,.@ ROCK CORK 
© ANTI- SWEAT 


BACK UP GB BACK UP AND EXPOSE 


Q@CASTABLE REFRACTORY ©PIPE INSULATION ©sueets GINSULATING 
@ B.L0cKs INSULATING FILLS BLANKETS @uaceins | 
(J 


FAHRENHEIT 


FOR EVERY TEMPERATURE | EVERY 


Now, you can see at a glance the recom- 
mended insulation for every temperature 
range, from minus 400F to plus 3000F. 

It’s all on this convenient Johns-Manville 
Thermal Insulation Chart (114%” x 18”) 
available for hanging in your office or on 
your plant wall. 

Each insulation in this group of Johns- 
Manville products is tailor-made to do a 
specific type of job best. And, as part of che 
Johns-Manville Insulation Service, special- 
ists are available to help you with present 
insulation problems. . . or with those con- 
nected with future plans. 

By having these men select and apply 
Johns-Manville insulations, you will be deal- 
ing with men who have grown up in the 
business. You'll find that it will pay, in the 
long run, to have these experts help you...be- 
cause they have to their credit more man-hours 
of insulation application experience than all 
other similar types of organizations combined. 

For your copy of this chart, just fill in and 
mail the coupon below. 


Johns-Manville 
Box 290 
New York 16, N. Y. 


Please send me copy of Johns-Manville Insu- 
lation Chart IN-6D. 


a 
TO ish ii 
tanita nnsatnmtieme caine 


ear cicccintteligseg titan 


City —_____________State 


CCITT its aaa isiasilais Seatal ia Stas daas ulgieibioe 
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SERVICE AND QUALITY IMPROVED 
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' MULTIPLE CONTAINER g «ey 


acarton 4 
Be’ 
withina 4 


: ae 
tJ aki 
met la om) Re 
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Here’s What the New Mueller Brass Co. 
SEALED CONTAINER Means to You 


Assures original quantities. Saves time and handling. 


Provides neater stocks and improved stock control. 


cy] 


et htt a 


A carton within a container insures a clean, dust-free 

product that is easier to sell. way PT 

The multiple container promotes sales of 4, 6 or 8 

items at a time, instead of a single item per sale. “ 

coca | Te 
omplete protection—more practical and safer to ship. 


Clearly labeled—complete information as to type, size y 
and quantity. cos 


Quicker and more accurate to inventory. 


Oe Ub 


Mi 
BRASS CO. PORT HURON, MICHIGAN * 
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THE NEW BUSH WJ unit 


HERE iT IS! The perfect unit for installation at the 
juncture of wall and ceiling .. . occupying a minimum 
of valuable storage space .. . supplying maximum 
circulation with no blast. Easy to install . . . simple 
to service ... and a good-will builder for you because 
its excellent design, quality materials, careful con- 
struction, and conservative rating insure lasting cus- 
tomer satisfaction. The New BUSH WJ Unit is 
AVAILABLE NOW through leading refrigeration and 
air conditioning wholesalers everywhere in capacities 
of 800 to 6500 BTU’s per hour at 10°TD. 
Buy the Best ... and the Best is BUSH. 


Address Dept. C2 
for your copy of the 
BUSH Refrigeration Catalog 
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“EXTRA DRY 
ESOTOO” 


Liquid Sulfur Dioxide 


“V-METH-L” 


Methyl Chloride 











LETTERS 


Blood Bank Cooling 


Epitor: 

Please send me at your earliest possible 
convenience all the information and leaflets 
(containing illustrations) you have con- 
cerning refrigerators for blood bank usage. 
I am anxious to know the various sizes, 
accessories (e.g. racks for holding the con- 
tainers of blood), prices (list & net), 
availability, etc. Thank you. (please rush). 

If you don’t have this information, I 
would appreciate knowing where I could 
get it—Bernard S. DiSiena, Di Siena Re- 
frigeration Sales and Service, Mechanic- 
ville, N. Y. 


The names of ten manufacturers of 
refrigerators for this use are listed 
below: Ace Cabinet Corp., New Bed- 
ford, Mass; Bowser Inc., Terryville, 
Conn.; Fogel Refrigerator Co., Phila- 
delphia, Pa.; Jordan Refrigerator Co., 
Philadelphia, Pa.; Federal Refriger- 
ator Co., Waukesha, Wisc.; Frigidaire 
Div., Dayton, Ohio; General Electric 
Co., Bloomfield, N. J.; General Re- 
frigerators, New York, N. Y.; Loudon 
Mfg. Co., S. Minneapolis, Minn.; Mc- 
Call Refrigerator Corp., Hudson, N. 
Y.—£ditor. 


| Who Knows? 


Epitor: 

Could you furnish me the name and 
address of the manufacturer of “Zenith” 
filters?—-H. C. Wagner, United Electric 
Service, North Apollo, Pa. 


We have searched our files and 
regret that we are unable to supply 
you with this information.—Editor 


How to Eliminate 
Condensation from Ducts? 


Epitor: 

We especially desire information on 
means and material for eliminating conden- 
sation on air conditioning ductwork, etc.— 
J. P. Hannon, Hannon & Frosell, Inc., 870 
Broadway, Buffalo 12, N. Y. 


Air conditioning contractors with 
whom we have talked tell us that the 
only really satisfactory way in which 
this can be accomplished is through 
the use of insulation such as “Celo- 
tex”, “Air-Ceil”, and the like. 

For complete information on how 
this can be done, our suggestion 
would be that you get in touch with 
one or more of the firms in your ter- 
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Perey te 
your TC 


with PEERLESS 
Expansion Valves! 


TXV Peerless Thermal Expansion Valves 
are compact, precision-made instruments ex- 
pertly engineered to provide the most perfect 
refrigerant control obtainable. Order TXV-F 
for Freon, TXV-M for Methyl. Use these semi- 
pressure-limiting valves on any temperature 
application — high or low. The new super- 
vapor charge provides constant bulb control. 
For superheat adjustment simply slide the vari- 
able contact bulb up or down on horizontal 
suction line. Peerless TXV's give matchless 


performance and have long life. 


AXV Peerless Automatic Ex- 


pansion Valves are your surest means 
of trouble-free operation at peak of 
efficiency wherever a valve of auto- 
matic type is applicable. Actuated 
by variations in coil pressure, this 
valve closes tightly when compressor 
stops, reopens only when evaporator 
pressure descends to point for which 
the valve is adjusted. Recommended 
for use on all small, single evapora- 
tors, up to % ton capacity, Methyl, 
Cs Freon or Sulphur Dioxide. 


PEERLESS 
mo a1) ee 


Cog ” Send for Circulars Giving Details and Prices 


PEERLESS of AMERICA, Inc. 


2901 Lawrence Ave. Chicago 25, Illinois, U.S.A. 
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A stock of genuine Wagner replacement armatures will keep small 
motors moving through your shop fast/ It is often more economical to 
replace a burned-out rotor than it is to rewind it...and the exclusive 
“tell-all” label on Wagner Standard Rotors takes all of the guesswork out 
of replacements. This label, when used with Wagner’s K and M specifica- 
tion Lists, shows the interchangeability of rotors within a given horse- 
power on Wagner standard line production motors. Rotor replacement 
becomes a simple 1-2-3 job. Your winders are kept 

free for more profitable work on larger sized jobs. 


Get them where you see MAG: eles 


these signs — identifying (errr 
mre the 450 Authorized Serv- RE aaa 
i pu aehiil {7,) ' ice Stations or Parts Dis- 
goes 1 ee tributors for genuine 


, Wagner motor repair 
ElectricMotor ) 4 


Repair Parts 
pe” § Write for CATALOG MU-40 


Every repair shop needs one. It helps determine the 
catalog number and price of Wagner Motor Parts. 


SEryict 


6442 PLYMOUTH AVENUE 
ST. LOUIS 14, MO., U.S. A. 


ELECTRICAL EQUIPMENT AND AUTOMOTIVE BRAKE PRODUCTS 





LETTERS 


ritory which specialize in insulation. 
No doubt they have had a good deal 
of experience in problems of this kind 
and will be able to help you. If the 
local office cannot help, we are sure 
that the home office will be able to do 
so.—Editr. 


| New Entry in Field 


of Defrosting Controls 


EpIToR: 
Please furnish us with the name and 
address of a manufacturer of automatic 


| defrosters for home refrigerators. 


Thanking you for your prompt attention, 
we are—G. Detjen, president, Detjen Corp., 


| New York, N. Y. 


An automatic defroster for house- 
hold refrigerators recently has been 
announced by Automatic Controls 
Corp., Ann Arbor, Mich. Other com- 
panies making this same type of 
equipment are listed below: 

Minneapolis-Honeywell Regulator 
Co., Minneapolis, Minn.; Automatic 
Temperature Control Co., Inc., Phila- 
delphia, Pa.; Enterprise Products Co., 
Freeport, Ill.; Paragon Electric Co., 
Chicago, IIl. 

R. W. Cramer Co., Inc., Center- 
brook, Conn.; Bush Mfg. Co., W. 
Hartford, Conn.; International Regis- 
ter Co., Chicago, Ill.; Tork Clock Co., 
Mt. Vernon, N. Y.—FEditor. 


Seeks Producers of 
Ice Cream Freezers 


EpITor: 

Please send me a list of companies manu- 
facturing ice cream freezing machines.— 
Bengel Refrigeration Service, Arnold, Pa. 


The following companies produce 
this type of equipment: 

American Refrigerator Co., Min- 
neapolis 8, Minn.; Eagle Freezer 
Sales Co., New York 18, N.Y.; Mills 
Industries, Inc., Chicago 39, Ill.; 
Super-Cold Corp., Los Angeles 1, 
Calif.; Tekni-Craft, Beloit, Wis.; Bas- 
tian-Blessing Co., Chicago 30, IIl.; 
Jordon Refrigerator Co., Philadel- 
phia 7, Pa.; Revco, Inc., Deerfield, 
Mich.; Sweden Freezer Mfg. Co., Se- 
attle 7, Wash.; Emery Thompson Ma- 
chine & Supply Co., Bronx 52, N. Y.; 
Creamery Package Mfg. Co., Chicago 
7, [ll—Editor. 
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Concentrate on the Cova oi’ tbe Markt 


THE QUICK PROFIT RANGE 
in Air Conditioning 


1/2 fon 0 (0 For * 


PACKAGED UNITS 


TYPHOON cotecontainea 


free-standing units require no duct 
work — installation is quick, easy — 
you can do more jobs per year — 
your dollars turn over faster. 


SS 
S 
SS 
SS | 
Sse 


= 


ay 


TYPHOON 


Backed by a sales-winning 
program of dealer promotion and 
sales-training. Nationally advertised. 


TYPHOON'S 
Plus a line of: EVAPORATIVE CONDENSERS~—3-5-7 and 10-ton sizes. A0th A ° 
COMPRESSORS—1/2-ton to 50-ton units. LOW SIDE UNITS— 3-5-7-10-Ton. nniversary 


1909-1949 
~ TYPHOON arr conpitionine co,, 1Nc. 


794 Union Street Brooklyn 15, N. Y. 
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SAVED... 
A MILLION 
GALLONS of 


‘ 


WATER A DAY* Sie M with MARLO 


COOLING 
TOWERS 


* Total for these 
Marlo installations 
ii shown here 


— Conserves up to 95% of normal water demand 


Because of their efficient design, Marlo Cooling Towers utilize water 
as the precious, costly commodity that it is...And, in large or modest 
installations, the other Marlo quality features are important too. Sump 
tank, frame, eliminators, wheels and scrolls are hot-dip galvanized; 
scroll and panels are mastic-coated for double protection... Bronze 
inspection-panel hardware for unfailing accessibility. Marlo evapora- 
tive condensers are available in 3 to 100-ton capacities that provide 
combinations for infinite requirements. 


= 
MARLO = HEAT a ansrER 


Cooling Tower Bulletin sent upon request. 


COIL CO. « 6135 Manchester Rd. « ae Louis 10, Mo. 
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Why not Profit from Experiences of others ? 


hig ie 
a) 


. 


“Dependable service is the basis for our 
business. That’s why we use dependable 
Frigidaire Service Parts,” says W. H. 
Stolle, of The Stolle Company, 123 East 
Jones Street, Sherman, Texas. 


“Forless job time and satisfactory, long- 
lasting service, my choice is Frigidaire 
Service Parts,” says George A. Kaufman, 
of Kaufman-Ischinger, 131 East Mount 
Carmel Avenue, Glenside, Pa. 


“Better sales of Frigidaire Commercial 
Products have resulted from my use of 
genuine Frigidaire Service Parts,” says 
Ray Micheau, of Ray’s Refrigeration, 


Rt. 2—99 N., Mt. Vernon, Washington. 


frigidaire Service Parts mean Good Business for You! 


Frigidaire Replacement Seals 
Give Long, Trouble-Free Service 
and Efficient Operation 


Precision-built of finest materials, Frigidaire Re- 
placement Seals repay your customers in long, 
trouble-free service—repay you in valuable cus- 
tomer goodwill. That’s because they’re expertly 
designed for best compressor performance. Highly 
polished sealing surfaces that are oil flooded at all 
times assure positive seal—reduce friction and 
noise to a minimum. Bellows type construction as- 
sures even pressure control at all times. 

It’s good to know, too, that the design of these 
seals makes it unnecessary to lap or reface the 
shaft when you use Frigidaire Seals for replace- 
ment. That’s one reason why you'll find that they 
make work easier—cut down on job time. It’s one FREE ! Frigidaire Parts Catalog. For full information 


about all Frigidaire service parts, write for 
your free Frigidaire “Parts” Catalog today. 


= —> 5 


of many reasons why Frigidaire Replacement Seals, 


like other Frigidaire Parts, mean good business 


FRIGIDAIRE 


Parts and Accessories 


SS 
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for you. 
FRIGIDAIRE DIVISION 


General Motors Corporation 
1361 Amelia Street, Dayton 1, Ohio 


Please rush my free copy of your parts catalog— 
“Genuine Precision-Built Frigidaire Parts and Accessories.” 


Name_ 
Firm Name 
Address 


City— 





4s simple 


with KOLD-HOLD’S 


new (hage truck unit 


Hi-temperature refrigeration of perishables is 
achieved quickly, easily and economically 
through the installation of the new “Pakage” 
truck unit. This unit is a completely self-con- 
tained refrigeration: system which you can 
install (see right) in from two to three hours 
without special body work, holders or brackets. 
It works well in any properly insulated body, 
regardless of age . . . and it maintains a 45° 
to 50° temperature throughout the longest 
day’s deliveries. The unit recharges itself by 
simply plugging in to any 110V outlet. 220V 
motor is available if desired. Write for the 
“Pakage” truck unit bulletin for information. 


KOLD-HOLD 


Jobbers in Principal Cities 


KOLD-HOLD MANUFACTURING COMPANY 


22 


Cut two holes in the floor of the truck for 

/ air intake and discharge. Dimensions and 

@ measurements come with the unit, as well 
as complete installation instructions. 


Push the unit into position over the holes 
2 and bolt securely into place. This is all 
the installation required. 


Plug into 110V outlet. Twenty foot rubber 
covered cord is supplied with the unit. If 
1 desired, a connection box may be installed 
outside the body for greater convenience. 


Baffle plate induces yo Two Kold-Hold 

complete air circu- = = “Hold-Over” Plates 

lation. = : <£ have 25,800 B.T.U. 
= & capacity. 


Insulated compart- = 
ment holds 1 HP + Strong steel angles 


compressor and 7 | drilled for bolting 
electric motor. if to the truck floor. 


TRANSPORTATION 


protects every step of the way 
503 E. HAZEL ST., LANSING 4; MICHIGAN 
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UNITED’S QUALITY 1S KNOWN THE WORLD OVER! 


Two-Temperature 
WALK-IN 
REFRIGERATOR 


@ Gives you both CHILLED 
storage and FROZEN storage 
simultaneously! 


@ 120 cu. feet of chilled and 
38 cu. feet of frozen storage. 


@ A handsome fixture, smooth 

rounded corners, gleaming 

du Pont “Dulux” baked 

enamel finish in pure 
white. 


Breakaway, illustrating the 
interior arrangement of 
United “Two-Temps”. Heavily 
insulated wall and doors sep- 
arate the two compartments. 


MTDC Lae 
. Weak 


“Economy-Six” 
WALK-IN-ETTE 
METAL-LINED COOLER 


@ Tall enough to walk in, yet small 
enough to fit in! 6’ x 6’ x 66”... 
AN IDEAL SIZE! 


@ Prefabricated in just six easy-to-assemble 
sections . . . COMPACT! 


@ Assembly line production assures lowest 
possible price. Expert engineering, exhaus- 
tive factory testing assures low cost opera- 
tion . . . ECONOMICAL! 


NEW—United Walk-in-Ettes are now 
equipped with free swinging, well bal- 
anced, metal sheathed doors for greater 
durability. 


UNITED REFRIGERATOR COMPANY + Hudson, Wisconsin 
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"DETROIT" 


DeEtRO hi [Lu BRICATOR OMPANY General Offices: 5900 TRUMBULL AVENUE 


DETROIT 8, MICHIGAN 


YA . Division of American Rapiator & Standard Saritary corroration 














OfeTi fete l tela) si seca Rerehhhade AND ENGINEERING alee lated LIMITED, MONTREAL, TORONTO, WINNIPEG 


“Detroit’’ Heating and Refrigeration Controls e Engine Safety Controls e Float Valves and Oil Burner Accessories 


‘DETROIT’ “Detroit’’ Expansion Valves and Refrigeration Accessories © Stationary and Locomotive Lubricators 


EXPORT DEPARTMENT—Box 218, Ridgefield, New Jersey 


AMERICAN-STANDARD * AMERICAN BLOWER * CHURCH SEATS * DETROIT LUBRICATOR * KEWANEE BOILER * ROSS HEATER * TONAWANDA IRON 
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SELECTED FOR 
THE AMAZING NEW TERRACE PLAZA HOTEL 


NIBCO 


COPPER TUBE FITTINGS 
and COPPER 
DRAINAGE 
FITTINGS 


“Nothing but the best,” was the rigid rule 
when the new Terrace Plaza in Cincinnati 
was planned. The most advanced ideas in 
structure and service facilities, the finest 
embodiment of those ideas in materials 
and equipment—these were the policies 
of the builders of this most modern hotel 
in the country. 


That’s why it means so much that Nib- 
co fittings with copper tube were used 
throughout —for the heating, air condition- 
ing and water lines and for the copper 
drainage fittings. Nibco fittings in sizes up 
to 6 inches were installed in this job by the 
E. J. Nolan Corporation and the Carrier 
Corporation, and were supplied by the 
Mutual Manufacturing and Supply Co., 
TERRACE PLAZA HOTEL Nibco distributors in Cincinnati. 


2 


Skidmore, Owings & Merrill; Architects — ° es > 
Jaros, Baum & Bolles; Engineers — Frank Over 7 miles of piping were required 


Messer & Sons, Inc., Cincinnati; General for the system which heats—and cools— 
Contractors — E. J. Nolan Corporation, Cin- the hotel, with individual controls in every 
cinnati; Plumbing & Heating Contractors — " 
Carrier Corporation; Air Conditioning & room. Materials throughout were chosen to 
Refrigeration — Mutual Mfg. & Supply Co, = cut maintenance costs to the bone. Nibco 
Cincinnati; Wholesale Distributor. : : 

os ver amelie sone ecndipmamepaaaaay fittings were chosen for quality first, and for 


completeness of the line to meet all needs. 


For every job—large or small—it will 
pay you to standardize on Nibco fittings. 
They help speed the job and insure cus- 


tomer satisfaction. 


NORTHERN INDIANA BRASS COMPANY, 414 PLUM STREET, ELKHART, INDIANA 
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IF YOU CAN QUALIFY AS A FRANCHISED 
DEALER ON ONE OR MORE PRODUCTS 


There’s a twofold profit story for franchised dealers of York equipment—a 
full margin of profit for the dealer, and greater profit for the purchaser. 

That’s because each piece of York equipment is designed and built to 
bring in more business, or cut costs for the purchaser. 

York dealers are backed by a line of mechanical cooling equipment un- 
equalled in the field: air conditioning of all types . . . FlakIce Machines . . . 
Automatic Ice Makers . . . Frozen Food Cabinets . . . cooling and condensing 
units. Nearly every business is a prospect for one or more York products, 
and every York product offers a saving to the user. 

In good times or bad, YORK Refrigeration and Air Conditioning SELLS 
... because it makes a profit for the user as well as the dealer who takes the 
order. It’s time for you to step into the picture. Investigate the opportunity 
a York dealer franchise offers you, whether it’s on Room Air Conditioners, 
Ice Makers, Frozen Food Cabinets, or on the full profit making York line 


YORK PRESENTS AN OUTSTANDING NEW ROOM AIR CONDITIONER 
PLUS A SENSATIONAL ICE CUBE MAKER TO ROUND-OUT THE 


0) 


Yorkaire Conditionors—For retail Yorkaire Room Conditioners— Per York Automatic Ice Cube Maker— York Flakice Machine— Provides a 

stores, restaurants and offices—are self- form all the functions of true air condi- Requiring very little floor space, it pro- business with its own supply of Frosty 

contained, quickly installed, occupy tioning. For home or office— York qual- duces an ever ready supply of sanitary Ribbons of fresh, clear ice. For hotels, 

only 21 x 36 inches of floor space. Eas- ity at a new low price that all your erystal-clear ice cubes for hotels, clabs restaurants, hospitals, dairies and 

ily moved if owner changes_location, prospects can afford. and restaurants at rate of 8,000 per day. wherever a constant supply of crushed 
ice is required, 
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POCKETS, To0 


AT A STARTLINGLY NEW PRICE 
LINE THAT MEETS EVERY NEED 


York Frozen Food Cabinets—that hold 
up to 1,350 Ibs. of food with a separate 
compartment for freezing. Ideal for dis- 
criminating buyers in better homes and all 
types of commercial establishments where 
larger food storage space is required, 


York Condensing Units and Polar Flow 
Unit Coolers—A complete line ranging 
from \% h.p. to 3 h.p. for all types of retail 
and industrial establishments requiring 
dependable refrigeration equipment 
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DEALERS 


SUCCEED! 


York's 2-fold profit-making equipment is only part of the answer... 


PROSPECTS. York carries out a continuous direct mail program 
that creates new prospects daily. 


SALES PROMOTION. A year-’round barrage of aggressive 


sales helps to back up your own sales efforts. 


ADVERTISING. National magazine advertising that’s read 
by millions, and professional and business publication adver- 
tising that's read by hundreds of thousands, assures instant 
recognition of York products. 


LEADERSHIP. You represent York, headquarters for mechan- 
ical cooling since 1885, whose pioneering leadership has con- 
tributed many major advances in the industry. 


FULL COOPERATION. A capable friendly York Distributor 


conveniently located to give you 100% cooperation. He is in- 
terested in helping you make more profit. 


SALES TRAINING. York factory developed and field tested 
programs give you the latest and best in selling techniques. The 
famed York Institute of Air Conditioning and Refrigeration is 
also open to York dealers. 


AHEAD OF THE MARKET. York engineering know-how 


and research assures you continually of products incorporating 
advanced refinements that are years ahead of the market. 


A LINE OF PRODUCTS THAT MEETS EVERY NEED 


The York dealer franchise may be available in your neighbor- 
hood on one or all of these York products. Check those in which 
you are interested. 


S u a 


York Corporation 
York, Penna. 


Gentlemen: 


Please send me at once further information on the 
products checked. 


Je sLJ «LI sl) LI 


Present line SS 
Name 
Firm Name 


Address 
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Handle All Refrigeration Jobs Better with 


PENA 200 


C 
ier». a 
E 


i 
TWO SWITCHES IN ONE! 


There’s nothing like it in the industry! Get 

the facts now. Ask your wholesaler — or 

send for Bulletin 2652A which explains 

why Penn 270 Series Controls insure greater 

dependability... more efficient operation 
... freedom from contact trouble ... better electrical 
performance ... unfailing accuracy regardless of 
mounting or vibration conditions . .. easier installa- 
tion and adjustment. Write now to Penn Electric 
Switch Co., Goshen, Indiana. Export Division: 13 
East 40th Street, New York 16, U.S.A. In Canada: 
Penn Controls Ltd., Toronto, Ontario. 


SS 


AUTOMATIC CONTROLS 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, PUMPS, AIR COMPRESSORS, ENGINES, GAS RANGES 1 
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LET’S TAKE A TRIP 


we to go someplace? Well, go ahead. That’s an American freedom we 
don’t even list as one. 


Pick your destination. Ten miles away or three thousand. Get going. When? 
Now. This evening . . . tomorrow . . . whenever it suits you. YOU. 


No fat-headed official to interview and wheedle a passport out of while he 
looks down his nose at you. No birth certificate to produce to prove you were 
born. No work card with initialed spaces to show how you earned the dough 


you’re going to spend. And no law to tell you the maximum number of bucks 
you can take with you. 


The purpose of your trip? “None of your business, my fine-scaled fish! I am 


an American and I go and come as I like. Or I go and do NOT come, if it suits 
me better.” 


By what means are you going to travel? By train ... bus... plane? The 
choice is as wide and free as the country itself. If by train, it’s first class. We 
have no second and third. And when we say “first class,” boy, we MEAN IT! 


The privately owned railroads had better be good. They are competing for 
your favor. “Ride OUR line, Sir. And what can we do to make you happy?” 
That’s the priceless stuff we were raised on. And if we get a cinder in our eye or 
a bedbug in the mattress, maybe we'll write to Congress about it. 


Whoever heard of a big play being made out of our “Freedom of Travel”? 
Nobody, maybe. But we’ve got it just the same. It’s an American right, along 
with a hundred others we just accept and never think about. 


Well, let’s think about them. Let’s thank the men and women who pried them- 
selves out of Europe way back then. Let’s thank them for setting up this per- 


fectly swell deal for us .. . for planting a lot of freedom seeds which we today 
can harvest. 


But let’s do more than that, for heaven’s sake! Let’s APPRECIATE what we 


have. Let’s keep our freedoms shining . . . not wait "til we have to fight to get 
them back! 
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News « Laws+Trends 


IR conditioning is going to be- 

come a_ collective 
issue in the textile industry, if the 
CIO’s Textile Workers Union of 
America has anything to say about it, 
for this union is starting to talk air conditioning with 
employers and is planning on taking up the subject in 
its contract negotiations, if necessary. 

A report issued by the T.W.U.A. to company manage- 
ment offers many conclusions concerning air conditioning 
which have been established by the union’s technical re- 
search workers, and urges employers who have not yet 
adopted air conditioning to take it under advisement 
immediately. 

This report, which warns that “poor products, high cost 
of manufacture, strikes, and labor-management contro- 
versy” are end results of “poor atmospheric conditions” 
in textile mills, also is being sent to members of legisla- 
tures in textile producing states, along with a model for 
a proposed law to regulate ventilation, temperature, and 
humidity in mills. 


Contract bargaining 
For 


Comfort 


S A PART of its 1949-50 mer- 

chandising program, Deepfreeze 
Division of Motor Products Corp. is 
starting a special drive to make as 
many as possible of its dealers and 
distributor salesmen owners and users of the freezers 
they’re trying to sell to their own prospects. 

F. F. Duggan, general sales manager of the company’s 
home freezer division, announced the program to sell 
units to dealers for their personal use. The plan is based 
on the theory that the dealer who isn’t acquainted with 
the merits of his own product isn’t a top-notch operator. 
Now why hasn’t somebody thought of that before? 


Deepfreeze 
Dealers Will 
Be Users, Too 


HE importance that manufactur- 
Good Service ers attach to service as a sales- 
Helps Make builder is well illustrated in the 
Sales Good summary of 1948 activities issued 

recently by Frigidaire’s service man- 
ager, E. E. Landis. Last year, Landis reports, his 
department held 992 separate service schools, attended 
by more than 18,000 men. 


The schools were as varied as the company’s products. 


30 


Included were three basic refrigeration schools, and ses- 
sions on commercial Meter-Miser compressors, ice cream 
cabinets, new Cold-Wall refrigerators, and home freezers. 
Promotion of parts sales formed a separate school. 

“We impress servicemen with the need for close coop- 
eration with salesmen to insure satisfied customers,” 
Landis said. “Sometimes a serviceman will uncover 
prospect leads, while a salesman, through proper product 
demonstrations, can often prevent an unnecessary service 
call. An adequately trained service organization can 
immeasurably increase customer good will.” 


ARRIER CORP. has been com- 

mended for its contributions to 
national security last year by being 
named “Minute Plant of 1948” by the 
Society for Advancement of Manage- 
ment. By way of explanation, a “Minute Plant” is de- 
scribed as being “an industrial plant that has taken 
planning steps so that the company is prepared to make 
a switch-over to defense production quickly and efficiently 
to meet the needs of national defense”. 

Carrier was selected for this award from among nomi- 
nations submitted by 53 chapters of the Society. The 
judging was based on a 139-point check list covering all 
phases of plant preparedness. Also considered was the 
company’s World War II experience in war production, 
its ability to arrange short and long-term financing, legal 
experience in contract or subcontract negotiations, its 
position in relation to materials, supplies, and labor 
resources, and many other factors. 


Carrier 
Plans For 
Defense 


Att the necromancy and legerde- 
+4 main conjured up by members 
of the Magicians’ Club in Seattle, 
Wash., could not stop these wizards 
from wilting during the sultry sum- 
mer season, so the club finally swallowed its collective 
professional pride and resorted to the science of air con- 
ditioning for the solution to its comfort cooling problem. 
Result: a 25-ton Frigidaire air conditioner was installed 
by Electromatic Sales & Service—and another cooling 
contractor rang up another profitable sale. 


Science 
Soothes 
Sorcerers 


S. SENATOR CAPEHART, Re- 

* publican of Indiana, aspires to 
become “the Henry Ford of the ice] 
cube industry”, according to his 25-] 
year-old son who recently supervised | 
a demonstration of the Senator’s automatic ice cube maker] 
before a meeting of a local refrigeration society in-the} 
nation’s capitol: 
The ice cube maker, which produces 156 ice cubes} 
every half hour (or 7488 cubes a day, if our third-grade} 
arithmetic still holds good), is the latest brain child of 
the Hoosier legislator and industrialist who also owns 
the Packard Mfg. Co. in Indianapolis, the firm which 
produced the pilot models of the new machine, most of 
which are now being field tested in the Indianapolis area. 


Senator 
Sights 
New Goal 
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FROM THE CRADLE... 


HE use of refrigerated storage 

and delivery facilities has made 
possible the inception of an ultra 
modern, super sanitary, Infant For- 
mula Service for Chattanooga, Tenn., 
mothers and their babies. 

Altogether, more than $1500 was 
spent by this new company on re- 
frigeration equipment before the first 
bottle of formula was delivered to a 
customer’s door. 

This new service is designed to re- 
lieve the mother of all the tedious 
details of preparing her baby’s for- 
mula, including the every day wash- 
ing and sterilizing of the bottles in 
which it is contained. The company 
furnishes the bottles, bottle caps, 
nipples, and the formula, which is 
prepared in a carefully sterilized lab- 
oratory under the supervision of an 
expert laboratory technician and in 
strict accordance with the prescrip- 
tion of the baby’s own physician. 

Proper refrigeration is, of course, 
a “must” in this new enterprise. Im- 
mediately after each baby’s formula 
has been prepared, it is bottled and 
| capped, and the bottles are placed in 
a separate container bearing the cus- 
tomer’s name and address. These 


Lnfant 
Formula Service 


Refrigeration facilities in the laboratory and on the route 


make it possible for an enterprising young Chattanooga firm 


to keep in perfect condition the infant formulae which it sells 


racks of bottles then are placed in a 
Wilson “Stor-Vault” sectional walk- 
in cooler which is held at 38 F. 
When the time comes for the de- 
livery of the formula, the bottles— 
still in their separate, clearly identi- 
fied cases—are transferred from the 
walk-in cooler to a specially built 
refrigerated truck. Thus, adequate 


2345 MCCALLIE AVE, 


refrigeration of the formula is in- 
sured from the time it is prepared to 
the time it is delivered. 

The walk-in cooler, of enamel on 
steel construction both inside and out, 
has a capacity of 330 cu. ft. and is 
insulated with 4 inches of semi-rigid 
Fiberglas. It is powered by a 34-hp 

Continued on page 52 


A laboratory attendant removes an individually 
prepared and carefully identified tray of for- 
mula bottles from the walk-in cooler in which 
all formulae are stored from the time they are 
prepared until the time they are delivered. 


The formula trays are then loaded into this 
specially constructed refrigerated truck de- 
signed to hold the formulae at proper tem- 
perature until they actually reach the cus- 
tomers who have subscribed to the service. 
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MAKE YOUR SMALL ADS 


Small ads can do a big selling job—IF you know how 
to make the most of the limited space they afford. 


Here are 17 pointed suggestions which will help you 


plan an effective but economical advertising program 


ed a refrigeration man has found that small but frequent ads offer 
the best opportunity for promotion of his business within the budget 
he can afford to set up. Conversely, those who have tried using large space 
at periodic intervals have seldom found it profitable to stretch their budget in 


this manner. 


Advertising must be consistent if it is to be successful. 


The small ad offers the small firm the opportunity to be a consistent 
advertiser. There are many pitfalls, however, in the use of these small ads. 
Dollars can be speedily wasted by lack of careful planning. 


In the paragraphs to follow are a number of suggestions taken from the 
experience stories of refrigeration men in every section of the country; men 
who have used small advertisements with continued success. Most of these 
lessons have been learned “the hard way”. 


1 Be consistent. Spotty use of 
advertising seldom pays off; it 
is the day-to-day pounding away 
that establishes the name and serv- 
ices of a shop. Once the budget has 
been set up, it should be so divided 
that the amount of space to be used 
in each insertion will permit as fre- 
quent insertions as possible. Many 
refrigeration men set aside 2% of 
their gross for such advertising. 
2 Make the ads different from 
others. Often, small ads are 
“buried” because of the multiplicity 
of them in the average publication. 
To prevent this, it is good policy to 
deviate from standard forms with 
small illustrations of an unusual na- 
ture or clever catch-lines. 
3 Use illustrations but don't 
buy them! Ap illustration is 
excellent in an average small adver- 


tisement. The least expensive way to 
secure them is to use the mat service 
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provided free for advertisers by al- 
most every newspaper. These contain 
thousands of unusual small cuts 
which can be adapted to an eye- 
catching idea for your advertisement. 
4 Buy a schedule. Advertising 

should be a regular routine of 
one’s business, just like the rent or 
the utility bill. Rates are always 


cheaper on long contracts than on 
insertions submitted on a day-to-day 


basis. 

5 Be brief and to the point. 
It is never wise to seek to tell a 

story in a small advertisement. Mes- 

sages which are curt and to the point 

make an advertisement of much more 

effectiveness, particularly when small 


space is being used. 

6 Design for plenty of white 
space. Few major advertisers 

crowd their space with copy and pic- 

tures—there’s always ample white 
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space to set off the layout and attract 
attention. The average small ad ap- 
pearing in newspapers today is, on 
the contrary, loaded with type. White 
space sets any size ad off from others 
on the same page, thus giving it more 


attention value. 
7 Use a signature plate. People 
remember names of firms better 
when they are written out in an un- 
usual type or a signature. This costs 
very little. Mats can be made from 
the original cut and one actual cut 
made to last many months. 


Get good positions. News- 

paper ad offices are like any 
other business establishment, and on 
this matter of position on the page 
it’s the man who insists on attention 
to his advertisement who gets the best 
position. A buried ad is virtually 
worthless; try to get yours placed as 
prominently as possible. 


9 Give your small ad a pur- 

pose. Just using space is a 
waste of good money. A small ad 
should seek to sell the name of the 
firm, an idea, a special offer, or some- 
thing unusual about your business. 
Small ads are excellent for this pur- 


pose. 
10 Vary copy frequently. 
Most newspapers offer special 
rates for small ads when copy is un- 
changed over a long period of time. 
That’s a good way to save few ad- 
vertising dollars, but if the idea re- | 
mains in use too long it becomes in-| 
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effective. Generally, a month’s time 
should be the absolute limit; change 
of copy weekly has been proven to be 
much better. 


11 Get near important ads if 

possible. There are certain 
types of advertisements in newspap- 
ers which have as high a reader in- 
terest as the news columns—depart- 
ment store layouts, for example. A 
small ad placed near one of these 
will have much better chance of be- 
ing read by a maximum number of 
people. 


12 Pick the newspaper care- 

fully. Generally speaking, in- 
dividual newspapers have group fol- 
lowings in their cities. Make certain 
that the paper being used is the one 
with widest possible circulation 
among the groups of people whom 
you wish to reach by your small ad. 


13 Tie in small ads with 

other advertising. The 
theme of small ads should be carried 
over into sign advertising within the 
shop, direct mail, or any other pro- 
motional mediums used. 


1 4 Use an occasional large 

ad in the series. When 
business has been exceptionally good, 
boost the ad budget with use of larger 
space—but carry through the same 
theme and signature of the small ad 
series, 


15 Keep away from familiar 

type faces. Ordinarily, if 
no other instructions are given, small 
ads are set in type styles and faces 
carrying a great deal of similiarity. 
An unusual type style helps focus 
more attention on your small ad, but 
don’t sacrifice legibility just to ob- 
tain a “new look”. 


16 Watch seasons carefully. 

Seasons of the year offer 
good opportunity for different ideas 
in small ads. Changes in copy should 
| be whenever necessary to capitalize 
on the seasonal nature of your prod- 
ucts or services. 


17 Call attention to these 

small ads. Cutting out a 
small ad and pasting it on a large 
cardboard which can be placed in 
the show window or on the sales floor 
will help to secure more interest in 
the idea being promoted in the ads. 


“Spot” Cooling 


6¢Q@! POT” cooling is not a new term in the refrigeration industry, but 
Hollywood has given it a new twist by using mechanical refrigera- 
tion to counteract the terrific heat generated by studio spot lights. 


It all came about in one of Hollywood’s commercial motion picture 
studios recently during the filming of a color movie on foods for United 
Fruit Co. During the set-up period, when technicians were preparing 
food displays for shooting, the heat from the battery of lights caused 
many of the perishables to wilt and discolor. 


It was Miss Verna Miller, Frigidaire home economics department 
director who was serving as a technical advisor on the use of the Frigid- 
aire electric refrigerator and range which were used in the picture, 
who came up with the solution to the problem. At her suggestion, an 
urgent call was put through to Frigidaire’s Los Angeles branch for some 
portable refrigeration equipment which could be used to spot cool 
specific areas during production of the picture. 


Engineers of the branch’s commercial department promptly im- 
provised two such devices, each consisting of a 4-hp “Meter-Miser” 
compressor hooked up to a Frigidaire forced air cooling coil. Because 
it was a rush job, two special racks about 5 feet high were constructed 
from packing cases. The compressors were mounted on the bottom of 
these racks, with the ceiling-type forced air units installed above them. 

Each rack was mounted on a dolly so that it could be moved easily. 
A long snout-like cardboard baffle was taped into place on each blower 
unit so that the cool air could be directed downward over the food. 

Rushed to the studio, these special coolers were placed at either end 
of the table where close-ups of the food were to be shot. With the two 
forced air units circulating 350 cfm of air over the displays, cameramen 
were able to follow through with their filming without difficulty. Quality 
of the food remained high despite the heat from the huge lamps—and 
technicians working with the displays under the lights freely admitted 
that the benefits were not confined to the food alone! 
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Proper application of air condi- 
tioning equipment can boost 
summertime attendance in a 
church just as it can in a movie 
theater. Read this story of one 
pastor who proved it. 


OME summer, warm weather, and 
the “lure of the great outdoors”, 
attendance traditionally drops in 
many churches just as drastically as 
it does in movie theaters, bowling al- 
leys, and similar establishments. To 
combat this trend, many churches 
now are taking full advantage of the 
present-day boon of air conditioning. 
Commercial establishments and in- 
dustry long have recognized the need 
for air conditioning virtually all large 
spaces occupied by congregations of 
people. Churches now are picking up 
the cue and are utilizing the comfort 
cooling aspects of air conditioning to 
promote more regular year around 
attendance on the part of their mem- 
bers. 


Typical of such progressive par- 
ishes is the Magnolia Avenue Baptist 
Church in Beaumont, Tex. This 
church, under the leadership of Rev. 
W. S. Haley, has been engaged in a 
continuing program of growth and 
development. One obstacle to this 
growth which soon came to the atten- 
tion of the church’s leaders, however, 
was the dreaded “summer slump” in 
attendance which each year set in just 
as regularly as clockwork when the 
warm weather began. 


34 


YEAR-AROUNL 


anee 


2 
Te at iene 
HE AE = 


r 
= 


Something had to be done, these 
men realized, if the church was to 
continue to grow and to realize its 
full potential. Fortunately, they were 
business minded enough to recognize 
the need for air conditioning. 


After a careful survey of the 
church’s financial position, it was de- 
cided that no consulting fees could 
be afforded. Still, however, the church 
leaders wanted to be sure that the air 
conditioning equipment which they 
intended to purchase would be ade- 
quate to handle the job and reason- 
ably sure of providing reliable serv- 
ice. 


It was at this point that the Booth 
Sheet Metal Works, Chrysler Airtemp 
distributor in Beaumont, entered the 
picture. When this company, the 
heating and air conditioning depart- 
ment of which is managed by Homer 
C. Innis, Jr., learned of the delibera- 
tions of these church leaders, it re- 
quested and received permission to 
make a complete survey of the church 
and to offer its recommendations. 

The installation planned by the 
Booth organization specifically pro- 
vided for four factors which the com- 
pany has found to be essential to most 
church air conditioning: (1) ade- 
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Aluminum ducts distribute the conditioned 
air throughout the auditorium of the Mag- 
nolia Ave. Baptist Church, Beaumont, Tex. 


quate tonnage; (2) an ability for 
quick pick-up; (3) economy of equip- 
ment operation; and (4) dependabil- 
ity of the installation. 


This latter point, Innis emphasizes, 
is of particular importance in church 
air conditioning, since there are gen- 
erally only two or three regular times 
a week when that equipment is 
needed. But if the equipment can’t 
be counted on to perform satisfactori- 
ly on those few intermittent occa- 
sions, then it is of virtually no worth 
at all. 

The need for ease of operation is 
also an important factor, Innis points 
out, as churches ordinarily do not 
engage air conditioning engineers or 
have available mechanics capable of 
operating installations of complex de- 
sign. 

Perhaps the number one require- 
ment in church air conditioning, he 
continues, is the maintenance of low 
noise level so that the operation of 
the air conditioning system will not 
in any way interfere with the sermon } 
or any other portion of the service. 

Also, in this particular installation, 
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ELIGION 


a minimum of installation cost, struc- 
tural charge, and interference with in- 
terior design was essential. 

The study made by Booth engineers 
of this particular job revealed the 
availability of two small closets on 
the second floor of the church, im- 
mediately behind the main auditori- 
um. Both of these closets were located 
at the rear of the large congregation- 
al area, which seats some 530 peo- 
ples. 

Each closet was only 32 inches 
wide, which meant that it was not 
large enough to house any central 
station air conditioning equipment, 
or even for use for ordinary church 
purposes. This “waste space”, how- 
ever, did provide an ideal location for 
the Chrysler Airtemp packaged air 
conditioning units which the Booth 
company installed on the job. 

These packaged units also met the 
requirements for quietness and ease 
of operation, as well as for economy 
and ease of installation. 

As the Booth organization con- 


tinued its study and developed its de- 
sign for this installation, it was de- 
cided that, in order to cause minimum 
disturbance to the church’s interior 
through the excessive running of 
large air distribution ducts, three 5- 
hp packaged air conditioners should 
be located in each of the small closets 
on either side of the church. 

This type of installation, it was 
realized, would make possible the use 
of smaller main supply ducts. Each 
bank of three units was placed on 
cork pads, and the wall of each closet 
adjacent to the auditorium was in- 
sulated, but no other acoustical treat- 
ment was required to effect quiet 
operation of the system. 

Heating for the church, under this 
new system, was provided for through 
the installation of duct heaters placed 
in the return air stream, with a by- 
pass for summer use. 

A cooling tower of adequate size 
was mounted atop the rear portion of 
the church’s roof. 

Testimony as to the effectiveness 


a Maximum utilization 

of space was achieved 
in this church installation 
by installing three of the 
six Chrysler Airtemp pack- 
aged conditioners in this 
storage closet. 


Exterior view of this . 
same closet shows 

the duct heater arrange- 
ment which was installed to 
warm the by-passed return 
air during the winter con- 
ditioning cycle. 
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of this system was offered in a letter 
written to Innis by Rev. Haley follow- 
ing the system’s first season of opera- 
tion. This letter read, in part: 

“I would like to say a few words 
in regard to our air conditioning. 
Some of our people were skeptical in 
the beginning, and some just seemed 
to have little interest, but everyone 
is happy over it now. 

“It is far beyond what we had an- 
ticipated. On the hottest days, we can 
cool our auditorium within 30 min- 
utes after turning the system on, and 
most of the time we operate with only 
four of the units running. This, of 
course, saves on the electric bill. 

“T only wish that all the churches 
could see how it has improved our 
congregation. Gone is the much 
talked of summer slump which we 
had experienced every year prior to 
the installation of this equipment. 
This is our first season to use the air 
conditioning system, and nothing 
could have added more to our 
church.” 





MOISTURE PROBLEMS AND THE SERVICEMAN 


Part 2— Moisture Elimination in the Field 


Ryvery refrigeration serviceman has his full share of 

moisture problems. Few, however, have so crystalized 
their procedures for handling these problems that they 
can set them down on paper step by step. In this three- 
part article, the second section of which is presented here, 
one practicing refrigeration technician details his methods 
of operation with respect to moisture problems. The 
opinions presented are his own opinions; the procedures 
outlined are those which he has adopted or developed on 
the basis of his own personal experience. We present 
them with the hope that they may point the way to other 
less experienced men faced with these same problems— 
and with the thought that they may serve to stimulate 
some further discussion among our readers on this vitally 


important subject. 


—The Editors 


By Joe W. Langford 


Service Technician 
Waco, Texas 


HINKING that you can eliminate 
moisture entirely within a refrig- 
eration system is about as absurd as 
a youth believing that he can com- 
plete his education with a college 
degree. Moisture problems, like a 
person’s education, go on forever. 
First, let’s take the “water” laden 
system. This is very often found 
when the coil is allowed to warm up, 
in turn thawing out the moisture held 
over for periods of several months. 
With a cold cabinet, hot CO. and 
anhydrous methyl alcohol are used to 
blow out the coil. 
The common soda fountain carbon- 
ic gas can be used when anhydrous 
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COz is not available. However, the 
drum should be placed in an inverted 
position for ten minutes or so, and 
the valve cap removed. While still 
inverted, the valve is cracked slightly, 
blowing out any traces of water and 
other objectional liquids. 

Normally in the case of soda foun- 
tain quality CO2, several tablespoons 
of liquid will be drawn off before 
blue misty carbonic gas comes out. 
The drum is then turned back up- 
right and the valve opening is care- 
fully warmed with the “Prest-O-Lite” 
torch. WARNING — Do not warm 
excessively or within the area of a 
fusible cap. 


All condensate is blown out by 
carefully cracking the valve. The 
heating device shown in Fig. 1 is 
now attached to the drum valve as 
indicated. The methyl alcohol is in- 
troduced into the coil at the expan- 
sion valve end by means of an in- 
jecting device consisting merely of 
a small size dehydrator that has been 
emptied and washed out with carbon 
tet, and into the side of which a 3%- 
inch collar has been soldered to ac- 
commodate a heavy-winged bronze 
plug (see Fig. 2). 

The valve or capillary, of course, 
has been removed. The heating ele- 
ment is now plugged into a 110-volt 
outlet for 5 to 10 minutes (it is not 
advisable to use hot CO» with alco- 
hol). 

The suction end of the coil, which 
has been removed from the compres- 
sor, is inserted into an empty gallon 
oil can. A 150-pound pressure is 
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Fig. 1—C0Oz2 heater. 


slowly turned on and off several 
times. 

Then a moderate pressure is held 
consistently, while a high back pres- 
sure is built up in the coil. This is 
done by placing the thumb on the end 
of the tube flare. The pressure is re- 
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leased quickly and then built up again 
several times. Moisture saturated oil 
will be boiled out during this process. 

Cap and plug all connections im- 
mediately after opening the hook-up 
at any point. To avoid corrosion 
forming in the injecting device, the 
filler plug and shell interior must be 
dried of alcohol with COz. 

The unit should be taken to the 
shop, if at all possible, to be baked 
out, although complete oil drain and 
a good blowing out with hot CO: is 
somewhat effective. The receiver and 
air-cooled condenser should be given 
the same treatment. 

Gas is always purged out complete- 
ly by warming up all parts of the 
unit, and definitely all connections 
where there is sweating of any de- 
gree, with a blue flame of the torch. 


Fig. 2—Injecting device. 


A good vacuum is pulled on the en- 
tire unit by means of a jumper con- 
nection between the suction service 
port and the receiver valve, with the 
discharge valve closed off from the 
condenser. 

The condenser and receiver are 
heated to within a range of 180 to 220 
F for several minutes. More precau- 
tion must be taken with the crank- 
case, although it can be warmed up 
considerably to boil out moisture 
laden oil from nooks and corners. 
This phase of the process definitely 
must be carried out with some dis- 
cretion, or otherwise omitted. 

As to the coils, when the cabinet 
is warm and empty, two or three of 
the heating units (see Fig. 3) are 
placed inside the cabinet for a few 
| hours or until the walls are brought 
up to such a temperature that the 
hands can not be held firmly against 
the metal for more than a few sec- 

onds. 
| This test is made throughout the 
sleeve areas. After a period of time 
the serviceman can judge the over-all 
condition with only one or two 
checks. The alcohol injections are 
omitted in the process, although the 
COz, well heated, is employed again 
| in the same manner. 


The valve is either exchanged or 
taken to the shop for processing. A 
fresh permanent dryer, of the silica 
gel or “Drierite” type only, is in- 
stalled. 

Although a system with just enough 
moisture to cause trouble at times is, 
in a serviceman’s words, “contrary”, 
good results can be obtained by the 
proper use of dryers. 

The first few weeks call for chemi- 
cal dryers, preferably dust-proof 
Drierite, the number of changes de- 
pending on the figurative condition 
as to moisture. In some cases it is 
best to couple on a strainer in series 
with the Drierite refills. This strainer 
should be the flat type which can be 
disassembled and used over. 

For either service or permanent in- 
stallations, the Drierite dryer, and 
preferably any others, should be in- 
stalled vertically with inlet at top. 
This is absolutely essential in order 
to hold abrasive action to a minimum. 
Also the dryer is best mounted on the 
cabinet or unit sub-base in order to 
avoid being subjected to excessive 
vibration. 


PLUG WITH © 
SPRING CLIPS 


RUBBER BUTTON iNsuLATORS ™ 


Fig. 3—Coil heating elements. 


Drierite not only reacts with mois- 
ture and acids, but has a strong ab- 
sorption power as well. After valve 
operation has been restored compara- 
tively well, silica gel dryers are em- 
ployed to bring the moisture percent- 
age down to a minimum. 

The permanent absorption type 
dryer, while installed in the liquid 
line for “Freon” and methyl, is pref- 


Continued on page 51 


Fig. 4—Procedure for blowing out plugged capillaries and oil logged lines with hot 
gas vapor (using only refrigerant gas). (1) Isolate compressor from the entire system 
by closing off both suction and discharge valves. (2) Connect gas drum to suction 
port, and run a jumper line fitted with a 300-pound pressure gauge from discharge 
port to coil (less valve) or capillary. (3) Disconnect suction line at valve “A” when 
blowing out coils. (4) Slightly crack valve on gas supply and operate compressor 
until gauge reads 175 pounds maximum for coils or 225 pounds maximum for 
capillary lines. (5) Plug and cap all connections immediately after opening up lines. 
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Three new direct sales representa- 
tives have been appointed by the com- 


Webb 


mercial refrigera- 
tor hardware di- 
vision of Grand 
Rapids Brass Co. 
These new repre- 
sentatives are: 
George Hench, 
Clyde L. Webb, 
and Gardiner 
D. Spring. 
Hench will han- 
dle sales of Grand 
Rapids Brass Co.’s commercial refrig- 
erator hardware line to manufacturers 
and jobbers in the central Atlantic 
seaboard territory, covering Washing- 
ton, D. C., Delaware, Virginia, and 
Maryland. Webb will operate in the 
south central states of Tennessee, Mis- 
sissippi, Louisiana, Arkansas, Okla- 
homa, and Texas. Spring will cover 
the New England states. 


Spring 


Betz Corp., Hammond, Ind., manu- 

facturer of cooling units for commer- 

cial refrigeration, 

has announced 

the appointment 

of L. G. Under- 

hill as its eastern 

sales representa- 

tive. Underhill’s 

headquarters will 

be in Plainfield, 

N. J., from which 

point he will cov- 

er the entire eastern section of the 
United States. 
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People 


E. C. Wilbur has resigned as ad- 
vertising manager of Dole Refriger- 
ating Co., Chicago, announces L. A. 
DeMore, vice president. Wilbur had 
been with Dole for a number of years, 
and no successor has been named as 
yet. 


A number of home office personnel 
shifts have been announced by Ward 
Refrigerator & Mfg. Co., Los Angeles 
manufacturer of “Monterey” commer- 
cial refrigerators. The position of 
general sales manager now is filled by 
Clare Short. Brent Cochran has 
been appointed assistant sales man- 
ager. Gordon H. Fitch now has 
assumed the title of promotional sales 
manager. The company also has an- 
nounced an overall realignment of 
territorial coverage among its sales 
representatives in the field. 


Coldin Cabinet Co., Inc. of New 

York City, has announced the ap- 

pointment of S. 

James Krakow 

as director of 

sales. Active in 

the refrigeration 

field for 28 years, 

Krakow, prior to 

his appointment, 

was associated 

with Ace Cabinet 

Corp., and head 

of the ice cream division of “Froste- 

daire” and formerly with Crown Re- 

frigerators. He will have his head- 
quarters in New York City. 


Nat Nigberg, formerly associated 
with the General Air Conditioning 
Corp. as general sales manager, has 
joined Ultra-Cold Inc. of Los Angeles 


as general sales manager. 


Appointment of F, J. Van Pop- 
pelen as manager of manufacturing 
of the General Electric Co.’s air con- 
ditioning department has been an- 
nounced. Van Poppelen succeeds A. 
W. Wennerstrom, who, after more 
than 35 years with the company, is 
taking up new duties as manufactur- 
ing consultant on the air conditioning 
department manufacturing staff. Prior 
to joining General Electric early this 
year, Van Poppelen was vice presi- 
dent of Hupp Corp., Cleveland manu- 
facturer of finished product assem- 
blies and machined parts. 


The electric refrigeration division 
of Servel, Inc., has announced the ap- 
pointment of A. J. Aulsebrook as 


Aulsebrook Bostwick 


assistant to the general manager. 
Aulsebrook will be replaced as sales 
manager of this division by J. W. 
Bostwick. Bostwick was with U. S. 
Gypsum Co. from 1943 to 1948, at 
which time he resigned to accept his 
present position with Servel. Aulse- 
brook has been associated with Servel 
since 19206. 


Larry J. Frank has been appoint- | 
ed export manager of Koch Butchers’ 
Supply Co., including the company’s 
Koch Refrigerator Div. Frank has 
been active in the export field for the 
last ten years, having spent some time 
in Ciudad Trujillo, Dominican Re- 
public. More recently, he created an 
export operation for Newman Mfg. 
Co. of Kansas City. 


Karl A. Bergquist has been ap- | 
pointed a district representative for 
Fine Products Co., Chicago manufac- | 


turer of refrigeration accessories. 
Bergquist, who will cover Michigan, 
Continued on page 53 
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SUPERIOR DRIERS 


The DRIERS with the Plas Features 


* MODERN DESIGN 

* EFFICIENT OPERATION 

* REFILLABLE AND NON-REFILLABLE TYPES 
* ALL BRASS CONSTRUCTION 


For complete details and specifi- 
cations on the New Driers and 
other Superior products, ask your 
Wholesaler for a copy of our NEW 
Catalog R3. 


(or a copy may be obtained by writing to us) 


_— 
Ty ear re Oss 
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CONTRACTORS 
Hews ° hettuitiea » Plans 


NARC Reorganizes Its 
Committee Structure 


A reorganization and streamlining 
of its national committee setup has 
been effected by the new executive 
board of the National Association of 
Refrigeration Contractors. In so do- 
ing, the Association has consolidated 
the functions of some committees so 
as to make it more practicable to have 
present at all directors’ meetings one 
man from each committee who really 
knows what is going on. 

The new committees, their func- 
tions, and their chairmen, are listed 
below. 

1949 Convention — Chairman: 
E. C. Newton, Engineering & Refrig- 
eration, Inc., Jersey City N. J. This 
committee will handle all matters in 
connection with this year’s NARC 
convention which will be held Nov. 
16 and 17 at Atlantic City, N. J., dur- 
ing the All-Industry Refrigeration 
and Air Conditioning Exposition. 
Chairman Newton will be charged 
with the responsibility of appointing 
separate chairmen of special activities 
in connection with this convention as 
he sees fit. 

Trade Relations — Chairman: 


Warren W. Farr, Refrigeration Main- 
tenance Corp., Cleveland, Ohio. The 
activities of this committee will now 
include as sub-committees the Asso- 
ciation’s testing laboratory and all 
matters concerning warranties. This 
committee has been specifically 
charged with arranging some meet- 
ings with appropropriate committees 
of manufacturers and wholesalers for 
the discussion of mutual problems. 

Labor Relations — Chairman: 
Harvey O. Miller, Murphy & Miller, 
Inc., Chicago. The principal activity 
of this committee will be an attempt 
to renew discussons with the United 
Association in an attempt to arrive at 
a better understanding of mutual 
problems. 

Membership—Chairman: E. S. 
Wright, Refrigeration Contractors, 
Inc., Youngstown, Ohio. Ed Wright 
will actively direct the Association’s 
1949 membership drive, definite plans 
for which already have been formu- 
lated. 

Air Conditioning — Chairman: 
G. T. Rostock, Articaire, Kansas City, 
Mo. This is a new committee appoint- 


ed to act as a clearing house on all 
matters and discussions which specif- 
ically affect that portion of the in- 
dustry. 

Codes, Licensing, and Safety— 
Chairman: To be announced. This 
committee combines the work of the 
previous committees on licensing and 
codes and has as an added duty the 
study of the entire subject of safety, 
and the recommendation and sub- 
mission of appropriate information on 
that subject to the NARC member- 
ship. 

Two committees which remain un- 
changed, both in function and in per- 
sonnel, are Finance, headed, by A. 
M. Palen, Palen Refrigeration Co., 
St. Paul, Minn., and Legal, headed 
by N. Edelstein, Refrigeration and 
Air Conditioning Guild, Brooklyn. 

The executive board has announced 
that all national chairmen indicated 
above automatically have as members 
of their respective committees the 
chairmen of the corresponding com- 
mittees in every local association. 


HAAS HEADS CHICAGO 
CONTRACTOR GROUP 

Frank Haas, president of Haskris 
Co., has been elected president of the 
Refrigeration Contractors Association 
of Chicago. 

Walter McCarty, president of Mc- 
Carty Bros. Equipment Corp., is the 
group’s new vice president, and Al- 
phonse Gerat, partner of A. G. Re- 
frigeration Sales & Service, Inc., has 
been named secretary-treasurer. 

Directors of the Chicago association 

Continued on page 71 


TRUCK DESIGNED FOR SERVICING REFRIGERATED VENDING MACHINES 


This truck body has been specially designed by the Leonhardt Body 
Div. of Charles T. Brandt, Inc., for use in the servicing of refriger- 
Note the neat compartmentation of the 
side panels to provide space for replacement condensing units, 


ated vending machines. 


40 


motors, and spare parts. The opposite side panel is similarly ar- 
ranged, except that instead of the row of drawers there is a full- 
height compartment for the storage of refrigerant cylinders. The 
rear panel, as can be seen, provides space for larger equipment. 


APRIL, 1949 « COMMERCIAL REFRIGERATION 





WEW FROST [INE GAGEES 
WIN WARM WELCOME 


Figure 1700-S 


Brother! What Gauges! They have features 
Service Engineers dream about. Check a few now: 


Adjustable pointer © Luminous dial - Removable screw check 
Beryllium copper Bourdon tube © Unbreakable crystal 
LOW SIDE protection to 200 pounds © No extra charge. 


They’re new . . . they’re accurate . . . they’re easy to calibrate in 
the field. Frostline Gauges are made to meet the most exacting 
needs of refrigeration service engineers. Both the “HIGH SIDE” 
and the “LOW SIDE” gauges have adjustable pointers easily 
accessible for resetting—an easy screwdriver job. For better read- 
ability, dial and pointer are treated with luminous material to glow 
in those semi-dark locations. The “LOW SIDE” Frostline gauge 
has a long, finely-divided, vacuum scale, with one-inch of Mercury 
graduations, and a 60-pound pressure scale. Yet, it will safely with- 
stand the maximum working pressure of Freon 12. A set of Frostline 
gauges will take care of all your requirements. Get complete infor- 
mation and free literature now. Write, or use the coupon below. 


| FROSTILNE FOR 
+ UNITED STATES GAUGE 


DIVISION OF AMERICAN MACHINE AND METALS, INC. 
SELLERSVILLE (2), PA. 

Please send us more information and free 

literature on Frostline Gauges. 


1 
i 
i 
i 
i 
| Manel He 
| 
i 
I 
' 
i 


REFRIGERATION 


zk 
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Cy 
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GRAND RAPIDS BRASS presents... 


Fachaged HARDWARE 


FASY TO STOCK....SIMPLE TO INSTALL 


@ MR. JOBBER! 


Packaged replacements are easy 

to stock, neat to store. 

Contents identified on end of every 
box to simplify inventories .. . 


facilitate reordering and stock control. 


€ MR. SERVICEMAN! 


Replacement hardware now 

available complete with chromium 

plates Seas seven, nea THE LOCK WITH THE LIVING ACTION 

packaged for your convenience. WHEN IT TRIPS —IT GRIPS 

Remember there’s 40% profit for you. Mapes Cen tthintine 
service 


SUPERIOR IN QUALITY 


matchless in performance 


A DIVISION OF 
CRAMPTON MANUFACTURING COMPANY 


GRAND RAPIDS 4, MICHIGAN 
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COMMERCIAL 


SALES NEWS 


Milk Cooler Makers Develop 
Sales Statistics, Product Standards 


The Milk Cooler Product Section 
of the Refrigeration Equipment Man- 
ufacturers Association is working out 
a basic reporting form which will fur- 
nish members with a monthly sales 
report on national sales as well as 
shipments outside continental U.S.A. 

The form will break sales down 
into five separate groups and report- 
ing will be made retroactive to Janu- 
ary Ist, 1948 with 1947 sales given 
for comparative purposes. 

Feeling that the entire industry 
would also benefit from a set of 
standards of rating and application 
of cabinet type coolers, the group 
have gone a long way in working 
out such a set of standards. They 
feel these standards will be acceptable 
not only to the industry, but also 
to the many associated and interested 
groups who are concerned with the 
advancement and improvement of 
milk cooling equipment. 

Among the factors being con- 
sidered in drawing up these stand- 
ards are government and local regu- 
lations, ambient temperatures, bac- 
teria count regulations for graded 
milk, design of the cooler, storage 
time, milk can size, pick-up or de- 
liyery schedule, milk handling meth- 
ods and regulations of milk plants 
or processor. 

It was felt necessary that manu- 
facturers’ published ratings should 
cover cooling range and time under 
each of the following three condi- 
tions: 

1. When the producer cools the 
eyening milk, holds it in storage until 
the morning milk is placed in the 
cooler, the morning milk being set 
out for a short time until it is picked 
up or delivered by or to the proces- 
sor. 

2. The producer who cools and 


stores both evening and morning 
milk; in this case efficient storage 
must be provided for all of the milk 
produced, since pick-up or delivery 
time is delayed too much to permit 
the evening milk to be set out of the 
cooler. 

3. The producer who needs to cool 
and store the evening milk only, since 
the pick-up or delivery time is imme- 
diately after the morning milking and 
does not permit cooling of the morn- 
ing milk. 

Consideration was not given to the 
cooling problem in dairies or milk 
plants where pasteurization precedes 
the initial cooling, nor does it at- 
tempt to cover any other cooling of 


the milk where other than initial cool- 
ing immediately after milking is re- 
quired. Whole milk only, as it comes 
from the cow, has been considered in 
setting up standards. 

Sales of milk coolers for the year 
1947 were estimated in the neighbor- 
hood of 50,000 units with an esti- 
mated market for 60,000 milk coolers 
in 1948. 

J. E. Wilson, Jr., of Wilson Cabinet 
Co., was named chairman of a mem- 
bership committee to invite other 
milk cooler manufacturers to mem- 
bership in this Section. J. K. Noel, 


Jr., also is serving on this committee. 


SELF-SERVICE FOR MEATS 
GAINS IN POPULARITY 


Increased interest in the self-serv- 
ice merchandising of pre-packaged 
meats, both on the part of the re- 
tailer and the consumer, is reported 
by Sleeter Bull in a recent issue of 
“Capper’s Farmer”. 

“Interest in the self-service method 
by both retailers and packers is in- 
creasing,” says the story in the na- 
tionally-circulated farm magazine. 
“A large packing company sent a 
questionnaire to its sales organiza- 
tion and got the names of 178 meat 


Continued on page 67 


A “MODEL” SALES PLAN 


Miniature ice cream cabinets, modeled to scale, are being used by the Frigidaire sales 
organization to punch home the increased storage capacity and flexibility of its new line. 
The larger model at the left is a, ““desk demonstrator,” complete with tiny wire baskets, 
rails, dividers, and ice cream containers. It is designed for use in the field follow-up phase 
of a nation-wide introductory program for the new cabinet line. The smaller model at the 
right is actually a cigarette box. Examining the miniature ice cream cabinets are (left to 
right): J. A. Hanlon, Kansas City branch ice cream cabinet sales representative for Frigi- 
daire; R. H. Hooper, of Boston, New England branch representative; and H. A. Beck, assist- 
ant to the commercial sales manager for the factory at Dayton. 
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MANAGEMENT MA 


The soft days of the sell 
good management will fi 


DISTRIBUTION OF THE SALES DOLLAR determining whether yo 
is sound or sick, financ 
facts from a recent surve 
for the tough competiti 


HE honeymoon of the “seller’s 
market” is over—but definitely. 
From here on out, commercial re- 
frigerator dealers will have to base 
their activities on sound operating 
and management methods if they are 
to realize satisfactory profits from 
COST OF PURCHASES gaye! is 

68.2% This fact is emphasized in the re- 
aioe " port on “Commercial Refrigerator 
Dealers Operating Experience in 
1947” prepared for the Commercial 
Refrigerator Manufacturers Associa- 
tion by the Business Information Di- 

vision of Dun & Bradstreet, Inc. 
Highlights of the survey show that: 
1. The typical commercial re- 
frigerator dealer who participated in 
the survey operated in 1947 at a net 
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S THE DIFFERENCE 


et are over. From now on 
e importantly than ever in 
prcial refrigerator business 
king. Here are important 
you put your house in order 
at are immediately ahead 


profit of 6.1%, on net sales of 
$250,000. 

2. Average sales volume increased 
in 1947 to more than double the 1945 
level, and to four times the volume 
averaged in 1941. 

3. Compared with 1941 and 1945, 
gross profit was somewhat lower in 
1947, and operating expenses also 


were lower, leaving net profit at a 
level between the 3.7% earned in 
1941 and the 10.4% average in 1945. 

4. Inventories increased during 
1947 by about 35%, with the largest 
proportionate increase being reported 
by the smallest dealers. 

The 94 commercial refrigerator 
dealers who participated in the sur- 
vey had aggregate net sales of $34,- 
472,000 and typical sales of $250,000. 
Cost of goods sold averaged 74.6% 
of net sales, leaving a gross margin of 
25.4% for overhead expenses, profit 
and taxes. Operating expenses totaled 
19.3 %, with salesmen’s compensation 
and management salaries accounting 
for almost half of this figure. Pefore 
payment of taxes, there was a typical 
net profit of 6.1%, which was equiva- 


lent to earnings of 35.7% on net 
worth. 

Distribution of the typical sales 
dollar for 1947 is shown in the “pie- 
chart” graph on this page. For pur- 
poses of comparison, corresponding 
data for 1941 and 1945 (as revealed 
in a similar study) also are shown. 

Total selling expense amounted to 
7.7%, and was made up for the most 
part of compensation to salesmen; 
their salaries, bonuses and commis- 
sions averaged 5.1% of sales. Added 
to this were other selling expenses of 
2.6%, comprising travel expense of 
1.3% and an additional 1.3% for “all 
other selling expenses”, most of which 
probably consisted of advertising 
expenditures. 

Management 


of 4.2% 


salaries 


OPERATING RATIOS OF COMMERCIAL REFRIGERATOR 
DEALERS—1941, 1945, AND 1947 
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were the most important of the ad- 
ministrative expenses, which totaled 
11.6% and included such items as 
rent (1.6%), clerical expense 
(1.6%), and “other administrative 
expenses” (4.2%) including such 
items as bad debt losses, license fees, 
telephone, etc. 


Inventories increased during the 
year by more than one-third, from 
11% of sales to 14.9%. Although 
some of this rise may be traceable to 
price advances, probably the major 
part of the increase reflects mounting 
physical inventories. 

By comparing the results of the 
current survey with those in the pre- 
vious report covering 1941 and 1945, 
some conclusions can be drawn as to 
the trend of dealer operations. 


Sales Volume Rises 


The most striking change apparent 
between 1941 and 1947 is the sharp 
rise in typical sales volume. From 
$61,000 in 1941 and $94,000 in 1945, 
typical sales volume rose to $250,000 
in 1947. Although the groups of 
dealers reporting in the three years 
were not identical, the figures can be 
taken as representing a fairly accurate 
cross-section of dealer experience dur- 
ing the periods covered. It is likely 
that the average commercial re- 
frigerator dealer showed sales in- 
creases in about the same proportions 
as brought out in the survey. 

The year 1941 was a pre-war year, 
with only current demand to be filled; 
in early 1945 only a relatively small 
amount of new equipment was being 
manufactured, and dealers’ sales 
volume included an abnormally large 
amount of used or reconditioned 
equipment and service. In 1947, how- 
ever, the industry was working in full 
swing to satisfy the accumulated de- 
mand in a growing field. 

Cost of goods sold increased to 
74.6% of total net sales in 1947, as 
compared with 71.1% in 1941 and 
68.1% in 1945; and gross profit on 
sales dropped to 25.4% in 1947, as 
compared with 28.9% in 1941 and 
31.9% in 1945. 

The low gross profit figure for 
1947, however, is partially offset by 
a drop in the total operating expense 
figure, which was down to 19.3% 
in 1947 as compared with 25.2% in 
1941 and 21.5% in 1945. This 
brought net profit (before taxes) to 
6.1%, well below the high figure of 
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10.4% established for 1945 but cun- 
siderably above the 3.7% for 1941. 


Aside from the increase in volume, 
operations in 1947 were notable 
chiefly for the lower level of virtually 
all expense items. For travel expense, 
other selling expense, total selling 
expense, management salaries, cleri- 
cal salaries, rent, and total admini- 
strative expense, the ratios in 1947 
were lower than in the two earlier 
years. For salesmen’s compensation 
the level in 1947, although higher 
than in 1945, was still below that in 
1941. Comparatively, these various 
expenses were as follows: 


1941 1945 1947 


Travel expense 2.4 : 1.3 
All other selling expense 2. 

Total selling expense... .11.3 

Management salaries .... 

Clerical salaries 

Rent & building expense. 

Administrative expense .. 

Salesmen’s compensation . 


These lower expense ratios might 
reasonably be expected in view of the 
sharp increase in volume. It should 
generally be possible for a dealer to 
handle an increase in sales volume 
without a proportionate increase in 
expense. In the case of management 
salaries, it is normal-.for a sales in- 
crease to be accompanied by a de- 
crease in the ratio of management 
salaries to sales, since the amounts 
drawn by management increase at a 
slower rate than the rate of sales. 


Another noteworthy fact in a com- 
parison of operating experience for 
the three years is the increase in an- 
nual sales per salesman. This figure 
rose from $21,200 in 1941 to $57,400 
in 1947. Selling expense per sales- 
man also rose from $2,600 in 1941 to 
$3,700 in 1947. 


To study the effect of volume on 
Continued on page 73 
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DELTA WHOLESALERS 
ELECT MARSHALL 


Members of REWA’s re- 
gion 12, known as the 
Delta Refrigeration Whole- 
salers Association, elected 
Jim Marshall, of Standard 
Brass & Mfg. Co., New Or- 
leans, as their chairman 
for this year at a meeting 


J. E. Marshall 


recently in Jackson, Miss. 
R. E. Warwick, of Plumb- 
ing Wholesale Co., was 
host to the meeting, and 
special movies were shown 
by Boyd Evans of United 
Refrigeration Supply Co., 
Memphis. 

Other officers are: R. E. 
Gennett, Refrigeration 
Supplies Distributor, Birm- 
ingham, vice chairman; 
and Hazel McQuiston, of 
United Refrigeration Sup- 
ply, Memphis, secretary- 
treasurer. Warwick is di- 
rector for region 12 on the 
REWA national director- 
ate. 


YECIES HEADS 
EASTERN JOBBERS 


Theodore Yecies of Tes- 
co Distributors, Newark, 
was elected president of the 
Metropolitan Refrigeration 
Air Conditioning J- bers 
Association at a meting 
held in New York City re- 
cently. The association 
covers the states of New 
York, New Jersey, and 
Connecticut. Lenny Berg- 
man of Wholesale Distrib- 
utors, New York City, was 
elected secretary-treasurer. 


JORDON HIGHLIGHTS 
EXPANSION PROGRAM 
AT SALES MEETING 


(See photo on page 49) 

Jordon Refrigerator Co.’s 
$250,000 expansion pro- 
gram constituted one of the 
key features of the two-day 
factory sales meeting 
staged by the company for 
its sales representatives 
from coast to coast. 

Field men were given a 
personal introduction to the 
factory improvements pro- 
vided through this pro- 
gram, and were conducted 
on a tour of the new 50,000 
sq. ft. factory wing. They 
were also lectured on the 
technical features and sales 
potentials of the company’s 
1949 line. Several new 
models were unveiled for 
the first time. 

Members of the field 
force in attendance in- 
cluded: Thomas Binder and 
Harold Binder, Newark, N. 
J.; James A. Bertha, Hous- 
ton, Tex.; Tibor Weiss, 
East St. Louis, Ill.; Lewis 
Girion, Los Angeles, Calif.; 
Joseph H. Wiley, Chicago; 
Frank P. Murphy, Grand 
Rapids, Mich. 

William J. Wawrzonek, 
Milwaukee, Wis.; Samuel 
J. Michael, Richmond, Va.; 
Samuel Chernoff, Miami, 
Fla.; Harry Hanover, Phil- 
adelphia; Theodore I. Gru- 
ber, New York City; Carl 
Connors and William Con- 
nors, Denver, Col.; Donald 
V. Manning, Memphis, 
Tenn.; J. M. Roy, Jr., New 
Orleans, La. 


EASTERN MFRS. ASSN. 
ELECTS OFFICERS 


Barney Berch was elect- 
ed president of the Eastern 
Refrigerator Manufactur- 
ers Association, Inc. at a 
meeting held in the Hotel 
Commodore, New York 
City, recently. Milton Sch- 
wartz was elected vice 
president; Julius Anolick, 
secretary-treasurer; and 
Charles Raffa, Abe Sch- 
reckinger, Joe Colonese, Al 
Davis, Bernard Clark, and 
Irving Rubenfeld, direc- 
tors. 
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NEW BAKER NAME 
MATCHES ACTIVITIES 


In order to better iden- 
tify the Baker name with 
its present-day products 
and broader manufacturing 
scope, the company’s board 
of directors has voted unan- 
imously to authorize the 
change of name from Baker 
Ice Machine Co., Inc., to 
Baker Refrigeration Corp. 
The change of name became 
effective immediately. 


G-E STAGES SERIES 
OF FIELD MEETINGS 


A series of sales meet- 
ings aimed at developing a 
concentrated **shirt 
sleeves’’ selling program 
throughout its entire dis- 
tributing organization is 
being conducted by General 
Electric Co. for its commer- 
cial refrigeration and air 
conditioning distributors in 
key areas throughout the 
country. 

The teams of factory per- 
sonnel which are present- 
ing these meetings are 
bringing directly to the dis- 
tributors the merchandis- 
ing story on the company’s 
1949 line of condensing 
units, commercial refriger- 
ation cases, water coolers, 
and packaged conditioning. 


SHERER DISTRIBUTOR 
NAMED TOCOMPANY'S 
BOARD OF DIRECTORS 


Realizing that distribu- 
tion is one of the most im- 
portant of the problems 
facing American business 
today, Sherer-Gillett Co. 
has moved to fortify its dis- 
tribution position by elect- 
ing one of its distributors 
to serve on the company’s 
board of directors. 

The new distributor-di- 
rector is Guy F. Hutchin- 
son, president of Refrigera- 
tion Supply Co., distributor 
of Sherer commercial re- 
frigeration equipment in 
South Bend, Ind. 

In making this addition 
to the board, the company 
felt that voice would be 
given to distributors on 
policies that vitally affect 
the Sherer sales organiza- 
tion the country over. 


5-YEAR WARRANTY 
ON VICTOR UNITS 


Victor Products Corp., 
Hagerstown, Md., has an- 
nounced a five-year war- 
ranty on all 1949 models 
of its “‘Quickfreeze” frozen 
food display cabinets, milk 
coolers, and beverage cool- 
ers using hermetic con- 
densing units. 


EVEN SALES ARE BIG IN TEXAS! 


P. M. Bratten (center), general sales manager of Frigidaire Div., 
of General Motors, congratulates E. A. Blackburn, (left), of Cox 
& Blackburn, Inc., Frigidaire’s Houston, Tex., distributor, and D. 
R. Steele, (right), Houston commercial sales manager for topping 
45 districts across the nation in commercial refrigeration and air 
conditioning equipment sales during 1948. The commercial sales 
department of the Houston organization averaged 184.5% of its 


1948 sales quota. 
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SPECIFY MARLEY 


For “PACKAGED” Cool Water 


Deo YOU need a cooling tower that 
Requires no field erection? 
Is completely assembled, ready to go? 
Can be shipped immediately from stock? 
is primarily designed for air conditioning 
and refrigeration? 

Is made from heavy steel with redwood filling? 
Can be installed in limited space? 
Operates indoors or outdoors? 
Requires no skilled operator? 


Can be readily repainted and serviced 
inside and out? 


_ Ranges from 3 to 50 tons of refrigeration? 
Will soon pay for itself in water savings? 
Is backed by the Marley Guarantee? 


If these specifications meet YOUR cooling tower needs, 

your best buy is the MARLEY AQUATOWER. 

TT Rt Brews 8 sa geen Pir aagangy $0 
Y AQUATOWER packs more »performance for 

those extra tough jobs. 


wy in aie lp one YOR 
a 7 
trained application engineers help you solve ‘OUR 


: my rent 


Lo) Tae) 
THE MARLEY COMPANY, INC. 


KANSAS CITY 15, KANSAS 


| chased the cylinder 


| Cahenzli 
|} new catalog, 
| many new products, is now 
being sent to all the com- 
| pany’s wholesalers. 








WABASH MOVES TO 
LARGER PLANT 


Wabash Mfg. Co., manu- 
facturers of refrigeration 
driers, strainers, capillary 
tubes, and other equip- 
ment, has moved to a new 
plant at 2300-18 S. West- 
ern Ave., Chicago 8, re- 
ports Marty Cahenzli Jr., 
vice president. The new 
plant has approximately 
double the floor space of 
the company’s previous 
one, greatly enlarging the 
productive capacity of the 


|; company. 


Wabash recently pur- 
spin- 
ping plant of Valley Metal- 


smiths Co., Dundee, IIl., 


| which is now operated as 


the Dundee division of Wa- 


| bash. Refrigerant cylinders 


produced at the plant will 
be distributed through reg- 
ular Wabash wholesalers. 
reports that a 
including 


MILL COOLING LAW 
SUFFERS SETBACK 


A bill to require all 
South Carolina textile mills 
to intall air conditioning 
equipment has been tem- 
porarily sidetracked in the 
state’s General Assembly, 
as the House labor, com- 
merce, and industry com- 
mittee referred the meas- 
ure to a subcommittee. 

Testimony at the bill’s 
initial hearings indicated 
that the state’s mills might 
have to spend as much as 
$40 million to meet terms 
of the bill. Proponents 
argued that air condition- 
ing was essential to worker 
health and to meet compe- 
tition in the South for 
workers. 


SPENCER REVISES 
CORPORATE SETUP 


Name of Spencer Ther- 
mostat Co., Attleboro, 
Mass., has been changed to 
Spencer Thermostat Div. of 
Metals and Controls Corp. 
For several years, Spencer 
has been a wholly owned 
subsidiary of the Metals & 
Controls firm, and _ the 
change in name will have 
no effect on management 
or operating policy. The 
company makes etarter re- 
lays and overload protec- 
tors, room thermostats, cir- 
cuit breakers, relief valves, 
and other controls. 


MILLS CONSOLIDATES 
PRODUCTION LINES 


Mills Industries, Inc. of 
Chicago has announced that 
its complete compressor and 
condenser unit division has 
been moved to the com- 
pany’s main plant, 4100 W. 
Fullerton Ave. from the W. 
Lake St. branch factory lo- 
cation. 

This move has been made 
in order to consolidate all 
manufacturing and to make 
use of improved facilities 
now available. The line in- 
volved in the change in- 
cludes air-and-water-cooled 
types, open and direct-driv- 
en, in capacities from 4 to 
10 hp. 


GEO. MILLS GIVEN 
ADDED REMA POST 


George E. Mills, who for 
more than a year has 
served as public relations 
director for Refrigeration 
Equipment Manufacturers 
Association, has been given 
the added responsibilities 
of assistant executive secre- 
tary. In this expanded ca- 
pacity, he will now share 
with W. Vernon Brum- 
baugh the problems of con- 
ducting the associations 
affairs. 


SEATTLE JOBBER 
SELLS B.C. BRANCH 


Refrigerative Supply, 
Inc., refrigeration supplies 
wholesaling firm with head- 
quarters in Seattle, Wash., 
has announced the sale of 
its Vancouver, B.C. branch 
to John F. Gibbs, former 
Pacific Northwest repre- 
sentative of Automatic 
Products Co. Prior to the 
war, Gibbs was in the 
wholesaling business with 
Melchior, Armstrong, Des- 
sau Co., Inc. 

Refrigerative Supply also 
has announced the removal 
of its Seattle store from 
West 304 Third Ave. to a 
new location at 2602 First 
Ave. 


GUS LARSON OPENS 
NEW ILL. BRANCH 


Gustave A. Larson Co., 
refrigeration parts and sup- 
plies wholesaler with head- 
quarters in Milwaukee, 
Wis., has announced the 
opening of a new branch at 
809 North Lincoln Ave., 
Urbana, III. 

The new store will carry 
a complete line of refriger- 
ation and air conditioning 
parts and supplies. 
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Manufacturers Brief Field Men on New Lines for ‘49 


Field and factory personnel min- 
gled when Jordon Refrigerator 
Co., Inc., staged its 1949 sales 
convention at its Philadelphia 
headquarters. The meeting com- 
bined the customary elements of 
product presentation, sales pro- 
motion, and plant inspection. 


Dealers and suppliers of Typhoon 
Air Conditioning Co., Inc., as 
well as factory personnel, at- 
tended the banquet at Brook- 
lyn’s Hotel Belvedere celebrating 
the company’s 40th anniversary. 
In addition to a historical re- 
sume of the company’s pro- 
gress in the industry, announce- 
ment was made of the intro- 
duction of a new 10-ton unit. 
Graduation diplomas were 
awarded to dealers and sales- 
men who had completed the 
company’s concentrated train- 
ing course. 


Approximately 1300 refrigera- 
tion men from the southern 
states attended the fourth and 
final regional educational ex- 


hibit and conference co-spon- 
sored by Refrigeration Equip- 
ment Manufacturers Association 
and Refrigeration Engineers So- 
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ciety at Birmingham, Ala. 
Shown above are general views 
of the Municipal Auditorium, 
covering about half of the 67 


R. P. Sherer, chairman of the 
board of Sherer-Gillett Co., ad- 
dresses the company’s distribu- 
tors and salesmen from a four- 
state area during a luncheon 
held in conjunction with a sales 
training school and product pre- 
sentation staged at the com- 
pany’s factory in Marshall, Mich. 
The entire Sherer distributing 
organization participated in the 
series of meetings. 


educational displays, and the 
joint REMA-RSES banquet held 
at the Thomas Jefferson Hotel. 
Next stop: All-Industry Show! 
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NTROLS SUPPLIES g 


CONTROL 
PARTS ae 


EVERYTHING FOR THE COMMERCIAL OR INDUSTRIAL 
ELECTRIC REPAIR SHOP! 


WRITE FOR FREE, 238 PAGE ILLUSTRATED CATALOGUE 
(On Your Letterhead, Please) 


COMPLETE - READING 


104 5S. JEFFERSON ST., CHICAGO 6G, ILL. 


ELECTRIC CO., INC. 


TELEPHONE: CENTRAL 6-5390 


The story of AMCOIL’s 


Vacuuming condenser 
of frozen food 
dispenser 


Light Duty 
IDEAL “Hand-Type” CLEANER 


Improved design, all-purpose 
unit — does the job faster! 
Light weight—only 8-1/4 Ibs 


—full 1/2 H.P.—dependable / 
a 


and rugged Use it as 

VACUUM on the inside of 
cabinets, hard-to-reach places 
or wherever dust diffusion 
must be avoided ‘ as a 
BLOWER to get out matted 


dirt and lint from condensers \_ 


. . as a SPRAYER . 
as a DRYER. Other models 
in 2/3 and 1-1/3 HP. 
Ask for FREE demonstration. 


( ) 


fa VACUUMS ° / 
© BLOWS 
( eo sprays 1 


@ DRIES 
\ s 
SZ, 


Distributed through America's 
leading Wholesalers 


IDEAL INDUSTRIES, Inc. 


Sycamore, Illinois 


Canadian Distributor: 


Irving Smith, Ltd., 


has L 


complete line 


of all copper welded cooling units. 
eee te 


TERRITORIES OPEN 
REFRIGERATION 


ee 


a we 


AMERICAN COILS COMPANY, 360 THOMAS ST., NEWARK 5, N. J. 
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MOISTURE PROBLEMS ... 
Continued from page 37 


erably put in the suction line for 
sulphur. The drying agent has very 
little dehydrating action with sulphur 
in the liquid form, whereas in the 
vapor form sulphur can be brought 
down to a dessicated quality equal to 
the other refrigerants. 

Some thought must be given to the 
type of dryer shell itself, or rather 
to the screens and filter. For Drierite, 


activated alumina or other agents _ 


which have a tendency to dust some- 
what, an inlet must have a screen of 


ae 
TT ty 


“Hey boss! You'd better 
check the temperature control 
on the beer cooler again!” 


sufficient area to prevent clogging. 


The outlet definitely must not be 
equipped with a poronze element, al- 
though this type filter is excellent for 
silica gel. 

mesh outlet screens are most 
efficient for those dehydrating agents 
with dusting qualities. 
cone screens, as well as pads, have a 


i'ine 


tendency to pack and clog completely | 
in the most critically moisture laden | 


systems. 

As to silica gel dryers, the 
granules of the dehydrating agent. 
Whether the system is a fine capillary 
installation or a solenoid valve equip- 


ped locker plant, these granules are | 
apt to cause trouble, if not a few com- | 
plete shut-downs. Babbitt lined bear- | 
control | 


ings, highside floats, and 
valves are the most vital parts affected 


first by the free drying agent. 


Capillaries and liquid lines are | 
efficiently blown out with either the | 


hot CO, (see Fig. 1) or the refrig- 
erant gas vapor method (see Fig. 4). 
The coils and suction line are flushed 





Wool packed | 


| 
most | 
serious defect is the leakage of large | 





with anhydrous methanol alcohol and 
blown out thoroughly with cold COz, 
followed immediately with hot CO.. 
No attempt will be made to outline a 
practical field method of clearing the 
condensing unit of loose silica gel. 
Careless installation of the dryer 
can bring about more moisture trou- 
ble than might have been evident at 
first. Opening the liquid line without 
pumping down the system, or work- 
ing with the dryer shell and tube con- 
nections while covered with drops of 
condensate, are serious mistakes. The 


dryer and adjoining tubing should 


HIGHSIDE 
CHEMICALS CO. 


195 VERONA AVE., NEWARK 4, N. J. 


ALSO MAKERS OF 


T : 
RACE 


REFRICERANT 
LEAK DETECTOR 


\ 


be bone dry and warmed throughout 
with the Prest-O-Lite torch, before 
any attempt is made to open the line 
at all. 

After installation, leak tests are 
absolutely essential at each joint. 

The use of anti-freeze solutions or 
alcohol is a touchy practice, despite 
the fact that a lot of servicemen have 
made themselves believe they are suc- 
cessful with this method of battling 
moisture, rather than make some at- 
tempt to eliminate the source of 
trouble. 

The use of anhydrous methanol al- 


The above photograph shows water 
drops trapped in a glass-end receiver 
and floating on the refrigerant. When 
this happens, you’re in for trouble. 
The refrigerant is hydrolized, acids are 
formed, corrosion sets in and finally 
the unit stops. 


This trapped water can be reached 
ONLY by a dehydrant that CIRCU- 
LATES with the refrigerant. That 
means THAWZONE. The dehydrant 
MUST go to the water; trapped water 
will NEVER go to a stationary de- 
hydrator. 


What happens when THAWZONE 
on its never-ending rounds encounters 
trapped water? Just this: The water 
isn’t water any more. It is changed to 
inert, oil-soluble compounds that are 
absolutely harmless to the refrigerant 
or the system itself. 


Use THAWZONE on new, old or 
reconditioned systems. Economical 
. one shot is ordinarily effective. 
Your wholesaler carries THAWZONE 
“TRADE MARK 


REG. U. 8S. PAT. OFF. 
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cohol in a clean new system is most 
practical, provided the volume is held 
down to less than 1%. Otherwise cor- 
rosion will result. A little less than 
Y% teaspoonful per pound of refrig- 
erant is a safe proportion for Freon 
systems. Extreme care must be taken 
to keep measuring devices and gradu- 
ates absolutely free of moisture at all 
times, including alcohol remaining 
after use, to prevent the formation of 
corrosion. 

The various moisture dissolving 
solutions on the market generally are 
effective and dependable. This is very 





much to the contrary, however, when 
alcohol or a solution of some brand 
has already been added to the sys- 
tem. The mixing of methyl alcohol 
and “Thawzone”, for instance, results 
in a heavily varnished system at the 
expansion valve, compressor valves, 
and bearings. 

This may go so far as to bind the 
compressor after only a week or ten 
days of operation. In one service re- 
port of an installation shutdown be- 
cause of this, I found the oil not only 
badly discolored but broken down to 
nearly the viscosity of water. This 





Fast, Efficient Service on 


Electrimatic 


‘, FORGED FLARE NUTS 
AND FITTINGS 


Your order for Electrimatic Forged Flare Nuts and Fittings will 


receive prompt, careful attention. Supplies are plentiful now 


and your wholesaler can fill your needs immediately. 


Electrimatic Forged Flare Nuts and Fittings are finest 


quality refrigeration grade, precision made from hot 
forged brass or extruded rod. Unaffected by refrigera- 
tion chemicals. Seepage proof. Packed with cardboard 
ferrules protecting all outside flare connections to reach 


you in perfect condition. 


Sate 


2100 INDIANA AVENUE 
CANADA—2025 ADDINGTON AVE., MONTREAL 


CHICAGO 16, ILL. 








method of only eliminating valve 
freeze-ups, etc., still does not elimi- 
nate the moisture nor its reaction 
with refrigerants and metals. 

Dehydration is the only practical 
method of fighting moisture, whether 
with sulphur, Freon or methyl sys- 
tems. 

(To be concluded next month.) 


FROM THE CRADLE ... 
Continued from page 31 


Servel hermetic 
(Model H2DA) 


Bush blower coil 


condensing unit 
connected with a 


(Model UC45). 


| Control is provided through one De- 
| troit thermostatic expansion valve 


(No. 897F45) and one White-Rod- 
gers temperature control (No. 1609- 
12). 


Refrigeration for the delivery truck 
is provided by a 14-hp Frigidaire air 
cooled condensing unit (Model AF- 
250) connected to a 30 x 60 x 25%- 
inch cold plate, all controlled through 
a low temperature valve. 

The walk-in cooler was supplied by 
Southland Distributors, Inc., and was 
assembled and installed by Elmer’s 
Refrigeration Co., Inc. Robertson- 
Noah Refrigeration Co. provided the 
cooling equipment for the refriger- 
ated truck. 


SUMMARY report covering 

the progress of research on 
pre-cooked frozen meals is now 
available to the public, the Office of 
Technical Services, Department of 
Commerce, has announced. 

The report was prepared by the 
U. S. Air Force to survey develop- 
ments in improved in-flight feed- 
ing, but it will also be of interest 
to airlines, eating establishments, 
and firms interested in introducing 
frozen pre-cooked meals to the 
home market, it is believed. 

The report lists a number of 
publications now available on pre- 
cooked frozen meals; gives descrip- 
tions of typical meals now available 
or undergoing test; and indicates 
types of paper containers being in- 
vestigated for use with such meals. 
Research plans are outlined for 
studies of the nutritive values of 
frozen meals, and the effectiveness 
of cooking procedures. It is avail- 
able in photostat form at $2.50 per 
copy. Orders should be addressed 
to the Library of Congress, Photo- 
duplication Division, Publication 
Board Project, Washington 25, D. 
C., accompanied by check or money 
order payable to the Librarian of 
Congress. 
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ABOUT PEOPLE ... 
Continued from page 38 


Ohio, Indiana, and Kentucky, former- 
ly represented Kerotest Mfg. Co. in 
the midwest territory. In his new ca- 
pacity, he will make his headquarters 
in Dayton, Ohio. 


Two new executive appointments 
have been announced by Perfex Corp. 
Vice president Allen Butler has been 


Black Butler 


named assistant to the president, 
while V. P. Black, formerly Man- 
ager of Advertising, Sales Promotion 
and Sales Training for Airtemp Div., 
Chrysler Corp., has been newly ap- 
pointed a vice president to fill the va- 
cancy left by Butler as manager of 
the controls division. 


Sydney K. Culver, owner of the 

S. K. Culver Co., has been appointed 

a direct factory 

distributor of 

Westinghouse 

water coolers for 

Chicago and sur- 

rounding territo- 

ries, according to 

an announcement 

by the northwest- 

ern district of the 

Westinghouse 

Electric Appliance Division. Culver 

has played a prominent role in the 

sales, service, and engineering of 

water coolers for the past 15 years. 

The sales and service headquarters 

are located at 1714 North Wells St., 
Chicago. 


A number of changes among its 
field personnel has been announced 


by Black, Sivalls & Bryson, Inc., Kan- 





sas City, Mo. B. W. Bourne, former- 
ly in charge of the company’s New 
Orleans sales office, has been trans- 
ferred to the Midland, Tex., branch. 
C. W. Hayes has taken temporary 
charge of the New Orleans office. 
James R. Banks, who recently 
joined the organization, also will be 
stationed at New Orleans. John T. 
Cross, Jr. has been appointed branch 
manager at Hobbs, N. M., while re- 
gional sales manager Floyd C. 
Myers has transferred his head- 
quarters from Lubbock to Midland, 


Tex. The company also announces 
the opening of a new sales office at 
Magnolia, Ark., under the direction of 
Raymond D. Canada, recently 
transferred from the Kilgore, Tex., 
branch. 


Jack C. Cooper, formerly general 
sales manager of Philco Corp. of Can- 
ada, Ltd., has been appointed man- 
ager of freezer sales for Philco Corp., 
the parent company. 





WITH PRIDE TO THE RECORD 


DEAD SOFT high stondords—makes 
EXTRA DRY 
REALLY CLEA Monty See fom grome, 
SUPERD BRIGHT ,frr0™ nd tiny inside 
SEAMEESS 
UNIFORM WALL  source—quolity saves re- 
PROTECTED how eliminates dents & 
EASY FLARING fioring tools — Papco 


Write today for the NEW 


Penn specification chart 


No. 394 


OM 


(ay 
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PURCHASING AGENTS 


Specification Chart No. 394 


Uniformly annealed to 


installations easier. 


Moisture-meter zero—the 
tiniest bit of water is 
dangerous. 


oxide and foreign matter. 


& out—defects are costly. 


One piece copper tubing 
—controlied dimensions 
ore important. 


Secure from reliable 
jects, improves products. 
Materials handling know- 
costly scrap. 

Workable tube easy with 
#400 recommended. 


Quality tube needs qual- 
ity cutter—Papco #500 


Sa 





eee UTC) 


NEW FULL LINE SERVES ay 
ANY HOUSING REQUIREMENT 


MODEL 
TE62 

Width, 23%", depth, 
on body, 20”; depth, 
over hardware, 23%"; 
height, 50%". Net 
food storage, 6 cv. ft.; 
shelf area, 12.5 sq. ft. 
Nine pounds of ice per 
freezing. Eleven-point 
control. Attractively 
styled cabinet sealed 
agcinst moisture. 


Model TE-62 is one of many trailer refrigerators | 


in the new SANITARY line. Like all the others, 
it offers gleaming good looks, capacity com- 
bined with compactness, engineered strength 
to absorb shock, and low-cost service. It is a 
completely enclosed unit that doesn’t require a 
cabinet recess. You can easily sell it for use in 
apartments, homes, offices or trailers. Write 
for complete details. 


SANITARY REFRIGERATOR CO. 


FOND DU LAC, WISCONSIN 


at 727 
MARLEY 
NOZZLES 


For Dependable Service 
Marley patented Spray NOZZLES 
are used by industries where effi- 


ciency and economy are required. 
Write today for your Copy of the — 
eater gaerer Massie pieotinas ’ 


me 


Least 3) 


THE MARLEY CO., INC. 


KANSAS CITY 15, KANSAS 





LITERATURE 


The publications listed below are available to readers without charge. Simply 
list on the postcard provided in this issue the key numbers of the items you wish 
to receive. Your requests will be forwarded directly to the companies concerned. 


388 — Compressor Replacement 
Parts . . . A new catalog of compressor 
replacement parts offered by Delavan Mfg. 
Co. Includes over 100 new parts which 
have been added to line in the past year. 
Catalog (No. 49) has alphabetical index for 
easy reference. 


389—Commercial Refrigerators . . . 
A catalog of its line of commercial cases, 
cabinets and coolers issued by Puffer- 
Hubbard Mfg. Co. Includes descriptive 
specifications sheets on reach-ins, dairy- 
delicatessen cases, beverage coolers, dough 
retarders, florist cabinets, and walk-in 
coolers. 


390—Unit Coolers . . . A catalog 
issued by Refrigeration Appliances, Inc., 
listing and giving descriptions and specifi- 
cations on its line of unit coolers, remote 
type air conditioning units, standard finned 
coils, ice cube makers, etc. Includes engi- 
neering data designed to help when special 
applications are involved. 


391—Cold Storage Doors ...A 
condensed 12-page catalog (Bulletin No. 
175) issued by Jamison Cold Storage Door 
Co. to aid in the selection of proper type 


| doors for various refrigerating requirements. 
| Covers doors for moderately low tempera- 


ture, zero and sub-zero use, and special 
uses. Cuts and diagrams show construction 
details, and specifications are given for in- 
side frame door dimensions and size of wall 
opening required. 


392—Driers, Strainers, Ete. ...A 
16-page catalog (No. 491) issued by Wa- 
bash Mfg. Co., illustrating and describing 
its line of driers, strainers, high side floats 
and other refrigeration products. The cata- 
log introduces “oversize” brass driers, and 
offset driers and strainers for capillary tube 
systems. Also new are a line of seamless 
spun refrigerant cylinders of 2 and 5 lb. 
capacity. 


393—Condensing Units .. . A catalog 
issued by Reliance Refrigerating Machine 
Co. illustrating and giving specifications of 
its line of commercial condensing units 
from % to 20 hp capacity. Freon, methyl 
chloride and ammonia units are included in 
the line. Capacities and ratings are shown 
in tables at back of catalog. 


394—Hole Saws, Blades & Parts... 
A new 6-page catalog (Form 149) issued by 


Misener Mfg. Co. describing its complete 
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line of hole saws, replacement blades and 
parts. Includes pictorial description of 
“Hole-Master” multiple blade hole saws, in 
which single tool head acts as holder for 
from 4 to 11 different sizes of rotary saw 
blades. Special saw blades are made for 
refrigeration and air conditioning uses. 


395—Door Gaskets . . . A four-page 
folder giving specifications and prices of 
all-rubber and rubberized fabric door gas- 
kets available from Jarrow Products. 
Sponge rubber tubing, “speed-angle” charg- 
ing hose, and sealing strip also are de- 
cribed in this folder. 


396—Copper Fittings . . . Catalog F 
issued by Northern Indiana Brass Co. con- 
taining complete information and specifica- 
tions on its line of valves and fittings for 
refrigeration, air conditioning and plumb- 
ing applications. One section of catalog 
is devoted to wrot fittings for refrigeration 
applications. 


397—Replacement Capacitors .. . 
A 56-page encyclopedia (No. 163) issued 
by Cornell-Dubilier Electric Corp. Sections 
of catalog cover: numerical and alphabeti- 
cal listings of motor parts numbers, cross- 
index of replacements, technical informa- 
tion, catalog listing, etc. 


398—Hot Gas Defrosting System ... 
A four-page bulletin (DF-100) issued by 
Patterson-Kelley Co., Inc. containing com- 
plete details of the Patterson automatic 
hot gas defrosting system, based on the 
company’s “slug-eliminator” principle. Sim- 
plified diagrams are used to show operation 
of the “slug-eliminator” at various stages 
in defrosting cycle of a typical two-evapo- 
rator system. 


399—Condensed Catalog .. . a con- 
densed general catalog issued by Black, 
Sivalls & Bryson, Inc. describing its com- 
plete line of products. One section of the 
catalog, illustrating, describing and giving 
specifications of BS&B “safety heads”, will 
be of especial interest to refrigeration men. 


400—Insulation Adhesives . . . An 
illustrated reference manual issued by Ben- 
jamin Foster Co., Philadelphia, on sealers, 
surface coatings, cements, mastics, emul- 
sions and other adhesives for use with vari- 
ous types of insulation in industrial and 
marine applications. Includes concise refer- 
ence chart summarizing pertinent applica- 
tion data for each type of adhesive material. 


COMMERCIAL REFRIGERATION 





Kelvinator Open Type Condensing Units Kelvinator Water Coolers Kelvinator Sealed Type Condensing 
(14 H.P. to 1 H. P.) (Pressure and Units (1/4 H.P. to 1 H.P.) 
Bubbler types) 


More and more sales-minded dealers and servicemen are choosing 
Kelvinator-made products—products that are priced competitively 
. . . perform dependably . . . and bear a name that wins immediate 
user acceptance. For quick service or helpful information on your 
refrigeration problems—write, phone or stop in at your nearest 
Kelvinator supply depot. Kelvinator, Division of Nash-Kelvinator 
Corporation, Detroit, Michigan. 


Kelvinator Silica Gel Driers ttt intiietaaitiiins 
Kelvinator Stainless Steel Evaporators (I- 4 H.P.to oHLP.) 


DEPEND ON KELVINATOR FOR ALL YOUR REFRIGERATION NEEDS 
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FIRST 
in the field... 
JARROW PRODUCTS 


*NAME 
COPYRIGHTED 


Speeds up charging and purging. No 
Flexing necessary. Hose life is pro- 
longed by eliminating sharp “right- 
angle” bends. Gaskets cannot blow 
out. 


rth sh LE 


ag 
xd) 420 W LA SALLE ST 


CHICAGO 10, ILLINOIS 


T/ 


VALVE INVENTORY COSTS 


TRC VA bay 


GENERAL CONTROLS 
engineering hid te ela 
mendous savings in in- 
ventory investment, stock 
space and handling costs 
ial la elses: 

4 CAPACITY CARTRIDGE 


- PROVIDES INSTANT 
SIZING ADJUSTMENT 


LU Si ASe 


ORDINARY VALVES ATi CONTROLS ¥-200 
NY -sielaehi VALVES—One valve for 
ALL back pressure or 


valves for | 


each back pressure or 


; at ra/ n temperature! suction temperature 


ae nane mn Separate 


for each « 


ranges. One valve with 


Telit} apac selective cartridge for 


tari r a full range of capacities 


Mme am ty ti 


ISD UR ee Ure mes p cee TG 
PURE eee re Metis tort 


ONLY ONE VALVE REQUIRED 
AU eae a a 


lly Distributed 


ers « Request Literature 


SENERAL CONTROLS 


For further information on any of these products, simply list on the postcard 
provided in this issue the key numbers of the items in which you are interest- 
ed, Your requests will be forwarded directly to the companies concerned. 


Room Conditioner . . . . P-376 
Product: 5-ton self-contained 
room air conditioner. 
Manufacturer: Brunner Mfg. Co., 
Utica, N. Y. 


Features: Equipped with Brunner 
low-speed condensing unit. Cooling 
coil has 6 rows of tubing to assure 
ample capacity for dehumidification 
as well as cooling; coil is made com- 
pletely of non-ferrous metals (copper 
tubes and aluminum fins). Tubes are 


| mechanically expanded, permitting 


firm bond between tube and fin. Coil 
connections are copper welded. Coil 
is supplied with refrigerant through 
multi-port expansion valve to insure 
proper distribution to all circuits. 
Heating coil can be furnished with 
unit if desired. Blower fan delivers 
1800 cfm of air. Standard size filters 
used. Air discharge plenum located 
at top of unit; outside air connection 
is provided for applications where it 
may be needed. Thermostat, selector 
switch and by-pass damper located 
behind nameplate door on upper 
front panel. Water and power con- 


| nections can be made from either side 


of cabinet. Cabinet exterior is dark 
green wrinkle finish baked enamel; 
louvers have silver finish. 
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Insulation ........ . P-377 

Product: 
tion. 

Manufacturer: Gustin-Bacon 
Mfg. Co., Kansas City, Mo. 

Features: Known by the trade 
name “Ultralite,” the new insulation 
is said to combine light weight and 
high thermal efficiency. It is fire- 
resistant, rot-proof, and will not 
shake down, pack, settle or disinte- 
grate under vibration. Consists of 
fine glass fibers which are odorless 
and do not absorb odors or mois- 
ture. Being inorganic, the material is 
not attractive to vermin, rodents, bac- 
teria, fungus or termites. 


New lightweight insula- 


Frozen Food Case ... . P-378 
Product: M-81 frozen food mer- 
chandising cabinet. 
Manufacturer: 
Div., 


Refrigeration 
Savage Arms Corp., Utica, N. Y. 


Features: Open-top merchandis- 
ing cabinet has capacity of 18.7 cu. 
ft. Known as a “double-duty” mer- 
chandiser, unit has twin display com- 
partments to promote tie-in sales, and 
has storage space beneath selling com- 
partments. Superstructure has four 
3-dimensional pictures in full color, 
which combines with self-service fea- 
ture to encourage impulse buying of 
frozen food items. 


Brush Merchandiser . . . P-379 
Product: New merchandiser dis- 
play for motor brushes. 
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Wagner 
STEEL-FRAME 


Mofors 


ince 1930, when Wagner started manufacturing 
steel-frame drip-proof motors, they have been 
proved—by years of hard usage in industry after 
industry. 

Today this time-tested design is available in poly- 
phase motors through 326 frame size. The motor 
frames are formed of heavy rolled steel, shaped to 
accurately center the stator core and to provide 
passages for adequate ventilation. An auxiliary 
fan draws in air through the openings in the front 
endplate, forces it through these passages and out 
through the endplate openings on the drive end. 


Proved 


by years of service! 


quiet... 
dependable... 


trouble-free! 


Heat is effectively carried off from all parts of the 
motor. 


These motors are available with either sleeve or 
ball bearings. They are completely drip-proof 
when mounted in the normal horizontal position, 
and by rotating the endplates are still drip-proofin 
the sidewall or ceiling horizontal positions. 


Bulletins give full information on the complete 
line of Wagner Motors. Twenty-nine branches, 
located in principal cities, are ready to assist you 
whenever you have a motor problem. In addition, 
almost 500 authorized motor repair shops provide 
speedy, nationwide service facilities. 


Wagner Electric Grporation 


6442 PLYMOUTH AVE., ST. LOUIS 14, MO., U. S. A. 


e¢ ELECTRIC MOTORS +* TRANSFORMERS + INDUSTRIAL BRAKES + AUTOMOTIVE BRAKE PRODUCTS e 


and AIR CONDITIONING e APRIL, 1949 





Manufacturer: Ohio Carbon Co., 
Cleveland. 


Features: Display cabinet is of 
light welded steel construction, and 
measures only 28 in. long by 12 in. 
high by 4% in. deep. Finish is olive 
green. Designed for use of suppliers 
who distribute motor brushes. All 
brushes packaged in uniform boxes 
containing one set per package. Par- 
titions are of slide type and remov- 
able, so that larger brush packages 
can be displayed if ’esired. 


Cabinet may be used three ways: 


(1) singly or in vertical tiers, since 
cabinets may be bolted together; (2) 
as drawer, provisions being made for 
handles to be bolted to cabinet; (3) 
as a hanging display by use of key- 
hole slots inserted in rear panel. 
Channel type holder at bottom of 
cabinet unit is for posting prices. 


Milk Coolers ....... P-380 


Product: New line of milk coolers 
in 6, 8 and 12 can sizes. 

Manufacturer: Sub-Zero Freezer 
Co., Inc., Madison, Wis. 


When will the well run dry? 


Water sources are diminishing 

. - in hundreds of communi- 
ties all over America. And in 
hundreds of others, water dis- 
posal has become an awful 
headache. Many cities have 
ordinances which prohibit or 
curb the use of large quanti- 
ties of water for air condition- 
ing. That could be a tough 
situation for a lot of dealers 
... if it weren’t for usAIRco’s 
Refrigerated Kooler-aire. 

That’s the all-in-one-unit 
“central plant” that uses so 
little water that it will never 
get anyone legislated out of 
business. It actually cuts wa- 
ter consumption 95% ... and 
all but eliminates the problem 
of water disposal. 

But water is only one of the 


big economies you get with 
Refrigerated Kooler-aire. It 
costs less to install . . . because 
it’s compact, complete, needs 
less plumbing, less electrical 
work, fewer building altera- 
tions. It costs less to run... 
because it’s completely pre- 
engineered and tested, accu- 
rately controlled by automatic 
thermal devices. It costs less 
to keep in tip-top running or- 
der . . . because it’s sturdily, 
simply built, and protected 
by automatic safety devices. 

When your customers are 
looking for top air condition- 
ing performance and rock bot- 
tom air conditioning cost . . . 
tell em about usAIRco Re- 
frigerated Kooler-aire ... and 
get the order! 


uSES 95% LESS WATER 


The water-saving secret is in the evap- 
orative condenser. Once the unit is 
started, thiscondenser uses only enough 
water to replace the amount lost by 
evaporation. This loss is taken care of 
by an automatic float valve, which 
maintains tank level at a fixed point. 


Result: total consumption of 5 gal- 


lons for every 95 gallons used by old- 
fashioned “‘water hog”’ systems! 


UNITED STATES AIR 


CONDITIONING CORPORATION 


Como Ave. S.E. at 33rd 
Minneapolis 14, Minnesota 


Features: Coolers utilize a new 
principle known as “Cascading Wa- 
ter.” In this process, cooled water is 
pumped over milk cans in such man- 


ner that all cans are given complete 
coverage, and uniform fast cooling. 
Units have heavy galvanized interiors, 
aluminum exteriors with baked white 
enamel. All units have front-opening 
doors for easy removal and access, 
and laryer models have top-opening 
doors as well. Compressor and cool- 
ing coils are a complete unit, easily 
removable. In filling cabinets, water 
is dumped into cabinet and pumped 
into smaller supply tank; drain is 
located in front of cabinet. Time 
switch allows setting of pump for any 
desired period. After cooling, cans 
are left clean and dry, cooling is 
maintained during storage by water 


| cooling tank. 


Condensing Units .... P-381 


Product: Four new models of 


condensing units. 


Manufacturer: Lynch Corp., Par 
Compressor Div., Toledo, Ohio. 


Features: Models are designated 
as RA-2, RA-3, SC-2 and SC-3. Units 
are of compact design, engineered for 
quiet, smooth operation. Other fea- 
tures include slow speed—large ca- 
pacity; oversize condenser; turbine 
type silent fan; ring type pistons— 
two compression, one oil; interlocked 
eccentric and flywheel—runs in either 
direction; built-in oil separator—pre- 
vents excessive oil circulation and oil 
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THE COMPLETE LINE 


VALVES and FITTINGS 


for refrigeration and air conditioning — 


FOR YOUR NEEDS 


LINE VALVES, °°%**? 2n¢ Peckiess 


‘ 2-way, 3-way, angle, globe 
¥ MANIFOLDS 
¥ RELIEF VALVES 
¥ COMPRESSOR VALVES 
¥ RECEIVER VALVES 
¥ EVAPORATOR VALVES 
¥ G-W CONTROL VALVES 
¥ LIQUID INDICATORS 


¥ REFRIGERANT CYLINDER 
VALVES 


¥ CHARGING STANDS 

¥ HERMETIC KITS 

¥ TESTING OUTFITS 

¥ SPECIAL PURPOSE VALVES 
¥ FITTINGS, all types 


KEROTEST MANUFACTURING CO. 
EDEL: 3a ae Wd 
PITTSBURGH 22, PENNA. 
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sludging; extra large strainer to pro- 
tect compressor valves from foreign 
matter; resilient mounted motor with 
built-in overload protector; suction 
and discharge line valves mounted on 
body—head readily removable. 


Room Conditioner .... P-382 
Product: Room-type air condi- 
tioning unit. 
Manufacturer: Louis Engineer: 
ing Co., Lenco Div., Chicago, Ill. 
Features: Model L-730 unit has 


capacity of 8541 Btu per hour and 
circulates 296 cfm of air according 
to U.S. Testing Laboratories reports. 
Size is 16 x 271% x 27% in. Unit is 
entirely enclosed; mechanism is 
mounted on rubber and springs to 
reduce noise. Cabinet is sound dead- 
ening and vibrationless. Designed 
for easy installation in standard win- 
dows without alterations or brackets. 
Unit projects 12 in. into room. Sec- 
tion of cabinet projecting into room 
is of decorative hardwood, finished in 
blond or two-tone; part extending 





ERM GER A ORSHARD WARE 


by NATIONAL LOCK... 


4 Sage 


mM \ Nw 
WL, . 


DESIGNED FOR A 
VARIETY OF USES 


Extensively field-proven on 
commercial and domestic ap- 
plications, these matched 
designs of chromium plated 
refrigerator hardware consis- 
tently “ring the bell” with 
users. Ideal for Reach-in Cab- 
inets, Display Cases, Back 
Bars, Florists Boxes, Bottled 
Beverage Coolers, Draft Beer 
Equipment, Coin-Operated 
Refrigerated Dispensing Ma- 
chines, Milk Coolers, Low 
Temperature horizontal or 
vertical Cabinets, Stokers and 
many other units of refriger- 
ation equipment. 


Ask your jobber for complete 
information and prices. 


NATIONAL LOCK COMPANY 


ee ee ee ee 


REFRIGERATOR 


HARDWARE DIVISION 


outside window is bonderized steel 
zinc chromate, primed and finished 
with baked-on enamel. Controls lo- 
cated on panel within unit. Refrig- 
erating system is hermetically sealed, 
using Copeland Freon-12 compressor, 
and permitting field servicing. 


Cooling Towers ..... . P-383 

Product: New line of cooling 
towers. 

Manufacturer: Acme Equipment 
Co., Muskogee, Okla. 

Features: Tower is all-steel con- 
struction. Greater simplification in 
design, compactness and _ versatility 


are claimed in such features as (1) 
fan housing adjustable on job for 
either vertical or horizontal dis- 
charge; (2) manifold connections on 
all four sides; (3) 5-ton unit occupies 
space of only 35 x 35 x 69 in. Cen- 
trifugal fan permits longer duct runs; 
air and water travel in counter flow. 
May be installed either indoors or 
outdoors. Available in 3, 5, 714 and 
10 ton sizes. 


Window Fans ...... P-384 
Product: Type WP adjustable 
| panel type window fans, available in 
16 and 20-inch models. 
| Manufacturer: Chelsea Fan & 
| Blower Co., Inc., Irvington, N. J. 
| Features: Portable, direct drive, 
3-speed window fans equipped with 
extension cord and 3-speed switch. 
Finished in baked enamel. Panels fit 
window openings from 25 to 36 inch- 
es in width. 16-inch fan delivers 1550 
cfm and 20-inch model delivers 2100 
cfm. Both are equipped with 1/15- 
hp motor. 
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49 FAST ANSWERS 
TO 49 EMERGENCIES 


Refrigeration V-Belts in 
a Portable Assortment 


The 49 V-Belts in greatest demand by 


Refrigeration Service Men have been 

selected for this U. S. Rainbow V-Belt “Sy Ted | BOW 

assortment. eee a, ee 
With this compact stock you can be 

ready with the exact belt needed. These 

49 cover service on hundreds of domestic 

and commercial refrigeration units, ice- 

cream machines, frozen-food plants, air- 

conditioning systems and other allied 

equipment. 
Each belt has the unique Equa-Tensil 

Cord Section—the U.S. Rubber de- 


velopment which provides great pull 
and endurance. 

Order from your Jobber, or for more 
information write Mechanical Goods 
Division, United States Rubber Com- 
pany, 1230 Avenue of the Americas, 
New York 20, N. Y. 


The compactness of the 
U. S. RAINBOW — The V-BELT 8-hook panel enables 


. . . you to keep the 49 belts 
With The Equa-Tensil Cord Section eight Where you need 


them—in your truck—in 
your repair shop. 


Top Rubber Cushion 
in closely-engineered 
balance with the 
lower section ... to 
keep cool under con- 
stant stretch and turn. 


Equa-Tensil Cord Section 
—all cords scientifically 
placed, each pulling its 
share of the load. 


A sturdy level cushion 
for the Equa-Tensil Cord 
Section. Provides struc- UNITED STATES 


ral firmn for V- 
rer and a the flat RUBBER COMPANY 


pulley of V-to-fiat drives. 
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Charging Line ..... . P-385 


Product: New angle-fitting charg- 
ing line. 


Manufacturer: Techniflex Corp., 


Port Jervis, N. Y. 

Features: New charging line has 
a compact elbow, measuring only 34 
inch from back of stem to front of 
nut, which enables service men to 
charge domestic refrigerators where 
fittings are ordinarily inaccessible. It 
also eliminates wear due to sharp 
bending of the hose. Other features 
are quick gasket replacement and an 
extra heavy ferrule designed to with- 
stand more “pull load” and reduce 
possibility of leakage at the fittings. 


Cut drying costs in half! 


Revolutionary New 


DFN 


Du-cal Drierite 


MAO ete) 


COARSE 
SCREEN 


PROGRESSIVE 
FILTERS 


OU get big savings—tlonger protection 

—fool-proof drying, when you install 
the new DFN Du-cal Drierite Dehydrators. 
You get twice the period of protection 
against moisture troubles, shutdowns and 
call-backs. You get reserve capacity for 
the unexpected. 


The New DFN Dehydrators are specially 
designed to get the greatest value from 
Du-Cal Drierite. They pick up and hold 
all moisture on contact, at refrigerant 


@ DOUBLE THE 
DRYING CAPACITY 


of any other drier, 
size for size | 


| 


| 


Beverage Coolers ..... P-386 


Product: New line of six dry- 
type bottled beverage coolers. 

Manufacturer: Frigidaire Div., 
General Motors Corp., Dayton, Ohio. 


Features: New line includes three 
self-contained, three remote-type mod- 
els. Self-contained units have 12, 22, 
and 32-case capacities; remote-type 
units hold 17, 27 and 37 cases of 12- 
oz. bottles. Coolers are finished in 
metallic copper bronze, trimmed with 
stainless steel. Slide-up lids with plas- 
tic handles self-service. 
Self-contained units have hermetically 
sealed condensing units, with 5-year 
warranty. Cabinets are 40 in. high, 
with heavy galvanized steel storage 
sections. Diffusion-type cooling unit 
located across entire length of air duct 
behind storage compartment aids fast 
cooling. Fan draws cool air through 
bottles down through floor rack and 
forces it across cooling unit. 


encourage 


Water Coolers ..... . P-387 


Product: New line of electric wa- 
ter coolers in bottle and pressure 
types. 

Manufacturer: Fedders-Quigan 


| Corp., Buffalo, N. Y. 


FELT FILTER 
AND SUPPORTING 
SCREEN 


FILTERS 


temperatures up to 150° F. Dries refriger- 
ant to —60° dew point in a single pass. 
No pressure drop. No guesswork—each size 
is accurately rated as to moisture absorb- 
ing capacity. Now available at your whole- 
saler in both factory-sealed types and 
cartridges for DFN Demountable dehydrat- 
ors. 


LOOK FOR THE BLUE SHELL 


It distinguishes DFN Du-Cal Drierite De- 
hydrators from all others. 


McINTIRE CONNECTOR CO. 


257 Jefferson St., Newark 5, N. J. 


Manufacturers of DFN Dehydrators - Moisture Indicators 
Moisture Control Unit - Strainers - Filters 


Features: Company has been pro- 
ducing water coolers for 17 years for 


| another manufacturer, and is now 


marketing them for the first time un- 
der the “Fedders” name. Nine models 
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A NEW, READY-TO-USE 
SEALING COMPOUND 


For Refrigerators, Freezers, Ice-Cream Cabinets 


Moisture-laden air seeping into a refrigerated cabinet will raise havoc with the 
insulation. Now you can keep moisture out—by sealing every opening and 
joint with Permagum. 

Permagum is the ideal refrigeration sealer. It’s absolutely free from any 
contaminating odors. Easily worked at normal temperatures, it does not become 
hard.and brittle at low temperatures. It readily adheres to metal, wood or other 
surfaces ... and a Permagum seal is permanent. Simple and easy to use, 
Permagum is not messy to handle and can’t hurt the hands. Carry a package 


with you in your kit at all times. 


Permagum is easily worked. It can Permagum can be rolled between the If a fiat strip is needed, make a rope 
be thumbed into any small opening hands to form ropes, beads or strips or bead first, then mash to the de- 
which requires sealing. for sealing around inspection plates, sired shape. 

latch plates, hinges. 


EVERY TIME A SEALED OPENING IS BROKEN, 
RESEAL IT WITH PERMAGUM 


Buy it from your refrigeration wholesaler today. 


A AIRGINIA Stverv 


DISTRIBUTORS 


West Norfolk New York . Boston Detroit 
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aT TY Lee ea 


ARE a: LOCKRATOR LINE 


New Model ICE3 Ice Cube Maker Makes 42 
Pounds Of Ice Cubes Every Six Hours 


Work table height 
only 35”. Ideal for 
bars, restaurants, hos- 
pitals, hotels, clubs, 
etc. 21 instant release 
trays in large or smail 
cube sizes. Self con- 
tained hermetic 13 


HERE'S THE = |/)/\" f oe ate a ee 
H EA RT ro] E ' | age of cubes or froz- 
A COOLER 





en food. Direct fast 
freeze refrigerated 
shelves. Beautiful 
white baked enamel 
finish. For more ca- 
pacity install two or 
more. 


New Amazingly 
Low List Price 


You're the $329.50 


doctor 
MAKE 


Domestic Line Covers Every Need. 


Special Six Foot Model 6E only $189.95 
MOTOR: Make 
“squeeze test’ look 
for shock proof 
mounting perfec- 
tion. Gives superior 
quiet performance, 
long life operation. 


BLOWER AND FAN 
ASSEMBLIES must 
be free floating- 
rubber cushioned to 
prevent vibration 
noise needless wear. 
Assures long life. 


The 9E large refrigerator 


combination with across- 





—— | _ the-top zero freezer. 

: = | Streamlined full length 

\ sa | door. Complete deluxe ac- 

YF ie , | cessories. Competitively 
rn ; priced at $299.50. 

. | —~ Other Models: 4 ft. apart- 


WATER DISTRIBU- 
TION trough and 
tubes should be 
clog proof, rust 
proof, adjustable — 
assuring thorough 
water coverage of 
pads. No dry spots. 


ment table top — 6 ft. 
standard — 8 ft. standard 
deluxe and 13 ft. combina- 


BLOWER WHEEL 
OR FAN for bal- 
ance. Extra large 
units are desirable 
for certified air out- 
put at less power. 
Big economy factor. 


WATER PRESSURE 
REGULATOR should 
be cleanable, self 
adjusting to assure 
equal water flow to 
cooling pad areas. 
An absolute “Must.” 


Model 9E 


Model 4E Apartment Table-Top Lists for $189.95 


35” high, 27” wide. 
Net capacity 4 cu. ft. 
Quiet Tecumseh 1/10 


ELECTRIC SWITCH 
ASSEMBLY for un- 
der-writers approv- 
al. Its location and 
provision for easy 
pump installation. 


CABINET AND 
FRONTAL SECTION 
should be sturdy 
steel construction, 
rubber insulated, 
and finished in rust 
resisting enamel. 


PRICES: Coolers 
that provide most 
of these basic fea- 
tures and compare 
favorably in price as 
to size, that’s your 
best cooler buy. 


h.p. hermetic unit. 
Interior light. Cube 
Trays. Glass defrost- 
ing tray. Ideal for 
apartments, cabins, 


ONLY SNO-BREZE AIR COOLERS trailers and offices. 
OFFER YOU ALL THESE FEATURES! 


Yes, seeing is believing and your actual comparative 
tests will prove: No other cooler on the market to-day 
can assure greater purchase satisfaction, such long life, 
economical, superior cooling comfort as Sno-Breze. 
No ‘question about it, if you sell the best, you will sell 
SNO-BREZE — BEST, by your actual test! 


Write dept. I-1, to-day for sales details. 
PALMER MFG. CORP., Phoenix, Arizona 


Sold Only Through Independ- 
ent Dealers and Distributors 





Stoddard Manufacturing rs Tite 


MASON CITY, l|OWA 
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are in line in both bottle and pres- 
sure-bubbler types, with both hermetic 
and open-type condensing units. Mar- 
keting will be through company’s 
regular distribution channels, and 
servicing will be handled by Fedders 
service organization. 

Company has produced upward of 
100,000 water coolers during past 17 
years, including many for Navy and 
Merchant Marine vessels in World 


War II. 


Self-Service Cases ..... P-388 
Product: Model UL-2610 open- 


type self-service case for meats, pro- 
duce, and dairy products. 


Manufacturer: Sherer-Gillett Co., | 


Marshall, Mich. 

Features: Case is 10 ft. long, may 
be installed in multiple units for con- 
tinuous mass display. Forced 


vection coils circulate air up from 


storage base through ducts; after 


passing over and through product | 
load air is returned to storage base | 
for recirculation. Temperature range | 
can be set for 28-32 F for fresh meat, | 
38-42 F for dairy products, or 40-44 F | 
for produce. Humidity of 85% or | 


more can be maintained. Three doors 
give access to storage base, door open- 


ings being large enough to admit full | 


crates, 


Truck Cooling Units. . 
Product: 
cab-over-engine trucks for milk, ice 


con- | 


. P-389 | 


Refrigeration unit for | 


cream, meat and frozen foods. 

Manufacturer: Kold-Trux, Inc., 
St. Louis, Mo. 

Features: Unit is claimed to keep 
temperatures at 35 to 50 F for milk 
and meats, or —10 to —-15 F for ice 
cream and frozen foods, either on 
short or long runs. It is located under 
right front platform of truck and 
does not interfere with any working 
space. Power to drive unit while on 
road is derived from sheave mounted 
on engine crankshaft; unit speed is 


governed by truck engine speed, and 
can be regulated as required. Electric 
motor is provided for over-night pull- 
down when truck is not in operation 
on road. Moving parts are few in 
this unit; cost of operation and main- 
tenance is said to be low. Installation 
can be made by any refrigeration 
service man, company says. Manu- 
facturer recommends at least 3 to 4 
in. of insulation for milk or meat 
delivery trucks, minimum of 6 in. for 
low temperature trucks. 





UNIT 
NO. 3400 


ROTARY SEAL 


REPLACEMENT UNITS 


V Simple in Construction WEasy to install 
V Efficient in operation ¥Y Economical ... you get 
all these important features in 18 years of time-tested, 
performance-proved ROTARY SEALS... A complete 


line of sizes. 


MORE THAN 
848 
MODELS 


"Seal with 


sh aah Rn an 


AT ALL 
LEADING 
JOBBERS 


Certainty!” 


Ye ae) ting 


hae 


2020 NORTH LARRABEE STREET 
CHICAGO 14, ILLINOIS, U.S.A. 


CANADIAN AGENT: 


2025 ADDINGTON AVENUE 


MONTREAL 28, QUEBEC, CANADA 
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e NATURAL DRAFT 
Binks COOLING TOWERS 


Binks Type “S” Cooling Towers 

are manufactured in capacity 

ranges from 10 to 1200 GPM. 

This wide range of sizes ena- 

bles you to choose exactly the 

tower you need to fit your re- 

quirements without the need- 

less expense of a custom-built 

unit. Binks Type “S” Towers 

are the accepted standard for 

cooling condenser circulating 

water from refrigeration and BULLETIN NUMBERS: 
air conditioning compressors, 30 
and for cooling water-jacketed 31 Multiple Section Towers 
engines. They will provide for bulletins describing (one bay wide) 

low cost cooling of highest ef- the Binks Type “S” nat- 32 Large Capacity Towers 
ficiency for any manufactur- vral draft cooling tow- 40 
ing process where heat is dis- ers in which you are . 
sipated by circulating water interested. Wieane shete Row peegualbate- be 
or other fluids. used, also capacity required. 


a 
ae > Sees 


. Single Section Towers 


. All Redwood Towers 


THERE'S A BINKS TOWER 


PRE oy REE Syn) €3 “MANUFACTURING COMPANY 


REPRESENTATIVES IN ALL PRINCIPAL CITIES @ 3124-38 CARROLL AVENUE, CHICAGO, ILL. 


specially designed to — 


ELIMINATE MAINTENANCE 
aud BROKEN LINES 


on any refrigerating or air conditioning system 


L PACHIES 5 


2 Se Ee Rae ee i MR ee Oe? NN Me ghee ° eee 
NEW ROCHELLE, NEW YORK 
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COMMERCIAL SALES ... 
Continued from page 43 


retailers operating on a 100% self- 
service basis. Some were missed and 
the list does not include those stores, 
probably much greater in number, 
which sell meat both ways. 

“Women give some interesting rea- 
sons why they like this system. A few 
mentioned they were not insulted by 
discourteous butchers. Several _re- 
marked that they could take their 
time in selecting meat. Some were 
glad to avoid the bottleneck at the 
meat counter during rush hours. Oth- 
ers did not like to ask the butcher 
for a pound of hamburger or stew 
meat when their neighbors were ask- 
ing for a porterhouse steak. 

“Most store owners also like the 


idea,” the article points out. “It was | 
found that self-service usually in- | 


creases sales. 


offal cuts, cold cuts, smoked meats, 
poultry, and especially cheaper cuts. 
“Of the 50 retailers who reported 
to the packing company on costs, 32 
stated that merchandising costs were 
lower, 9 said they were higher. 


“The packing company believes | 
self-service of meats will | 
The amount of | 


that 100% 
continue to grow. 
freezer storage space in the modern 
household refrigerator is increasing. 
So is the sale of small home freezers. 
This should boost the amount of 
frozen meats marketed in self-service 
food stores.” 


NE manufacturer of home 

freezers has developed a novel 

way to help the dealer sell home 
freezers on an educational basis. 


With the aid of a woman home 
economist or hostess, the dealer con- 
ducts a “food freezing party” in his 
store. He invites the homemakers 
of his community to attend the 
“party” and participate in the 
actual freezing of fresh fruits, 
meats, and vegetables. After regis- 
tering and then packaging their 
own foods, the women mark them 
and place them in the store’s freez- 
ers to be picked up at a later date. 


Thus, for an expenditure of 
about 20 cents per guest, the dealer 
brings good freezer prospects into 
his store on two separate occasions. 
The prospects, on the other hand, 
not only have the chance to discover 
the ease of home freezing but also 
can serve the foods thus prepared 
to their own families. 


Most increases were | 
from 20 to 40% and were largest in | 


N. Y. DISTRIBUTOR CHANGES 
NAME AND LOCATION 


Valmart Equipment Distributors, 
Inc. is the new name for Frigid- 
Freeze Sales Corp. of New York, ac- 
cording to an announcement by Fred 
Rohrlich, president. New also is the 
address of the company, 455 11th 
Ave., New York City, where the com- 
pany is housed in its own 5-story 
building. 

Both changes were occasioned by 
the fact that the company has ex- 
panded its operations in the refrigera- 


THE MOTOR SPEED... 


tion field and has taken on the repre- 
sentation of eight other equipment 
manufacturers, in addition to the 
Refrigeration Corp. of America’s 
Frigid-Freeze line. 

The new list of lines handled by 
Valmart follows: Viking, Amana, 
Minneapolis Showcase, Puffer-Hub- 
bard, La Crosse, Refrigeration En- 
gineering Corp., Artcraft, Forma- 
craft. 


BUY FROM YOUR 
REFRIGERATION WHOLESALER 


THE MOTOR H-P RATING 


...are all you need to know 


to select a safe, long-lasting Sprague 
motor capacitor replacement. 


One glance at the motor nameplate and the simple tables in 
Sprague’s Handy Guide To Motor Capacitors tells you the 
proper capacitor for practically all replacement jobs. 

These time-saving tables are yours in two sizes—Sprague 
Guide C-900, a handy wall chart for the shop, and Guide 
C-901, a spiral-bound folder for pocket, tool kit, or work 
bench. Both have a greaseproof finish. These Guides are free. 


Write for yours today. 


SPRAGUE PRODUCTS COMPANY, North Adams, Mass. 
(Distributors’ Division of the Sprague Electric Co.) 


5 D nA G UJ CAPACITORS 
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SAYS TREND IS TOWARD 
REPLACEMENT SALES 
“Replacement selling may eventu- 
ally reach 50% of the total sales vol- 
ume of air conditioning and commer- 
cial refrigeration equipment—per- 
haps as early as 1949,” believes W. 
F. Switzer, 
ager of Frigidaire division of General 
Motors. 
Switzer 


commercial sales man- 


said that he based his 
opinion on trends which have devel- 
oped since wartime. Recent surveys 
show that in 1947 one out of every 
five commercial refrigeration and air 


We 
Raa) 
ee YS 


conditioning sales fell into the “re- 
placement” category, while in 1948, 
one out of every four, or 25%, were 
replacement sales. “It appears that 
the urgent backlog for commercial- 
type refrigeration equipment, which 
accumulated during war years, has 
spent itself,” he commented. “Gov- 
ernment reports show that in 1946, 
some 615,400 new businesses came 
into being; in 1947 there were 398,- 
000, and in 1948 the estimate was 
300,000. 


“Considering that practically every 
type business, new and old, is a po- 


1 NEED NEW 
EQUIPMENT 
BUT | DON’T HAVE 

THE MONEY 


He is in the habit of pay- 
ing his suppliers daily. ... 


As a result, at the end of 
the month there is not 
enough left to pay large 
down payments and lump 
sum monthly payments. 


Your Customer 


Deposits 


Just a Few 


Quarters 
a Day. 


oe 
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Merer]faric COIN METERS ARE: 


@ LOW IN PRICE 
@ SIMPLE TO INSTALL 


Meter-Matic DM6 Meter 
Two Door Case 


@ FULLY GUARANTEED 


& INTERNATIONAL REGISTER CO. 


MAIL 
THIS 
COUPON 
TODAY 


rm 


Company 
Add. ess 
City 
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2626 W. Washington Bivd. 
Dept. 49-M, Chicago 12, Iii. 


Please send me FREE: 





[] Meter Catalog 


() Meter Plan for Selling Commercial Refrigeration. 


Name 








tential prospect for air conditioning 
or commercial refrigeration of one 
type or another,” Switzer continued, 
“these statistics reveal two things: 
One, the tremendous market that we 
have for new equipment, and two, 
that the trend toward organization of 
new businesses is definitely down- 
ward.” 


ALBANY JOBBER NAMES 
REDWOOD SALES MANAGER 


R. Redwood has _ been 

appointed sales manager of R. D. 
Marshall & Co., 
Inc., refrigera- 
tion supply 
wholesaler of Al- 
bany, N. Y. 

A native of up- 
state New York 
and a graduate of 
the University of 
Pennsylvania, 
Redwood was 

formerly assistant manager of the 
Wheeling, W. Va., branch of Air Re- 
duction Co. During the war, he served 
with the vocational division of the 
University of the State of New York. 
Previous to his affiliation with R. D. 
Marshall & Co., Inc., Redwood was 
district field engineer for Dayton Rub- 
ber Co. 


Thomas 


ARTKRAFT ENGINEER 
TEACHES COOLING 

Larry Herman, chief engineer of 
Artkraft Mfg. Co., Lima, Ohio, is in- 
structor in a 12-week course in re- 
frigeration currently being sponsored 
by the Lima Vocational School. 


BUYS BUSINESS 


C. E. Purcell has purchased the re- 
frigeration service business of Al 
Hammond at Dunedin, Fla., and will 
operate it under that name for the 
present. 


CARRIER PROFITS UP 


Net profit of Carrier Corp. for the 
12 months ended Jan. 31, 1949, was 
$2,347,896 as compared with $2,286,- 
810 in the preceding fiscal year. Com- 
pleted sales totaled $53,159,620, 
against $53,974,774; mew orders 
totaled $50,670,071 against $45,633,- 


| 596; and backlog of unfilled orders 


| amounted 


to $19,131,548 against 
$22,178,095 a year earlier. 
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BEVERAGE COOLER 
SO eee Ml 
cleanliness at the bar. Keeps bottled beer 
dry... ready to serve at temperatures even 
ae Cy eee te A Mo) ct a 
LTP fe) Tl Mae let el 
bottles to wipe. Doors slide up out of the 
way, meaning faster service, instant brand 
Teh ole MT lett) 
UE Sette] a a 
a BUCO e au eeu Unul m hie 


KOCH 


SINCE 1883 NORTH KANSAS CITY 16, MO. 


wherever COLD is called for... 


THE LINE OF LEAST RESISTANCE SELLS BEST! 


Although widely different in their uses, these KOCH re- 
frigerators have sales appeal in common. Each typifies 
KOCH functional design... acombination of beauty 
and practical features that provide faster, better service. 
Into each is built the quality which has made KOCH the 
refrigerator “buy word” since 1883. Get the facts and see 
for yourself why the KOCH line is the profit line for you. 


+ == 


5 More Reasons Why — KCCH MEANS COLD CASH TO YOU 


Send Today for Details and Open Territories 


KOCH Refrigerators 
North Kansas City 16, Mo. 


Gentlemen: 
Please send full information on the KOCH line of refrigerators. 


Name Title 
Address 


Firm Name 


City Zone State 
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Cleveland Firm 


Provides 


Parts Delivery to Dealers 


Delivery of equipment and supplies 
directly to the doors of its dealers by 
means of a specially equipped truck 
is an additional service now being 
provided by Refrigeration Sales Corp. 
of Cleveland, Ohio, according to War- 
ren W. Farr, president of the firm. 

Regular trips are scheduled 
throughout the dealer territory by the 
company’s wholesale salesmen, using 
in place of a passenger car a 114-ton 
panel truck fitted out with special 
bins and shelving to accommodate 
as complete an inventory of parts and 
supplies as possible. 

The items carried are too numerous 
to list completely, but the stock in- 
cludes a complete line of sweat and 
flare fittings, controls, valves, belts, 
tubing, tools and accessories, refrig- 
eration gases, oil and welding equip- 
ment, 14-hp to 1-hp electric motors, 
and also 14-hp through %34-hp con- 
denising units. All of these materials 
are available for immediate store door 


70 


delivery to dealers and contractors. 

The truck’s standard panel body is 
equipped with belt hooks on one side 
and divided shelves on the opposite 
side. Divided compartments are pro- 
vided across the top of the body, tying 
into vertical shelves and steel cabinets 
facing the driver’s compartment. 

All fittings and small items are dis- 
pensed from the front door on the 


curb side from steel drawers that are 
sub-divided and measure 4 x 6 x 15 
inches deep. The area from the cen- 
ter of the truck forward is used for 
stocking crated items. 

Primary advantages to the dealers 
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of this new service are savings in ship- 
ping charges and the opportunity of 
selecting personally the type of mate- 
ri:l they prefer to buy, Farr explains, 
while Refrigeration Sales Corp. bene- 
fits by being able to employ more ef- 
fective sales techniques because of the 
chance for display and demonstration 
right at the point of sale. 

The company has found, according 
to Farr, that the investment in a truck 
of this type is little if any more than 
the investment in a passenger car with 
which the salesmen otherwise would 
be provided, both being valued in the 
neighborhood of $2000. The truck is 
slightly more expensive from the 
standpoint of operating costs, but it 
has been found that it more than 
makes up for this added cost through 
the extra volume of sales which it 
makes possible. 

A trial delivery service operated by 
the company in one area for a few 
months last year was so favorably re- 
ceived, Farr reports, that the com- 
pany has now decided to service its 
entire territory on a similar basis. 


CONDITIONAIRE FIRM 
OPENS NEW QUARTERS 


Formal opening of the new offices 
and warehouse of Conditionaire, Inc., 
at 72 Flagler St., Jacksonville, Fla., 
was held recently. The firm former- 
ly was located at 1328 San Marco 
Blvd. Conditionaire, Inc., is distri- 
butor for General Electric commercial 
refrigeration and air conditioning 
equipment in north Florida and South 
Georgia. 


NEWPORT STEEL CORP. 
NOW DETROLA’S NAME 


Stockholders of International De- 
trola Corp. at a recent meeting ap- 
proved the change of the corporate 
name of the company to Newport 
Steel Corp. Universal Cooler, Marion, 
Ohio condensing unit maker, is a 
division of the organization. 


TRANE EARNINGS 


Trane Co., La Crosse, Wis., re- 
ports consolidated net income of $1,- 
832,328 for 1948 as compared with 
$2,121,961 for 1947. Sales for 1948 
amounted to $22,613,734 as com- 
pared with $20,956,830 for 1947. 
Based on 300,000 shares of common 
stock outstanding, 1948 net income 
amounted to $6.11 per share against 
$7.07 per year for 1947. 
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CONTRACTORS ... 
Continued from page 40 


for the current year are: H. S. 
Wheeler (past president), Air Com- 
fort Corp.; Harvey O. Miller, Murphy 
& Miller, Inc.; George T. Howe, Ac- 
curate Electric Refrigeration Service; 
S. Ray Thompson, Thompson-Hense 
Corp.; John Annis, Lipman Refrig- 
eration Sales & Service; Albert G. 
Weil, Refrigeration Maintenance 
Corp.; and T. J. Reedy, North Town 
Refrigeration Corp. 

All of these directors, like the of- 
ficers, will serve until February, 1950, 
with the exception of Miller, Howe, 
Thompson, and Annis, who were 
elected to serve two-year terms, 


FIGHT URGED AGAINST 
WATER RESTRICTION 


Warning that “any ground con- 
ceded in the usage of water for re- 
frigeration and air conditioning will 
never be regained”, the National As- 
sociation of Refrigeration Contractors 
is urging its membership to fight 
“tooth and nail” against any such 
discriminatory legislation. 

In a recent membership bulletin 
NARC outlines this water conserva- 
tion problem as follows: 

“If the restriction of water for the 
refrigeration and air conditioning in- 
dustry has not yet been started by 
your municipality, it probably will 
not be long before the politicos think 
of it. There has been a sweeping 
wave of it over the United States, in- 
cluding many large cities. Even cities 
which have the whole Great Lakes to 
draw on are considering restrictive 
legislation. 

“The arguments usually given are 
that: 

“1. Refrigeration and air condi- 
tioning throws an additional load on 
the city supply system which it was 
not designed to handle. 

“2. It also throws a load on the 
city’s sewage disposal system. 

“3. Air conditioning is a luxury 
and should be taxed accordingly. 

“If any opportunity to be heard is 
presented, contractor members in 
cities still in the consideration stage 
should arm themselves with facts to 
submit to the proper authorities. 

“First and foremost of these is 
that the luxury use of refrigeration 
and air conditioning is incidental, 


and that the vast majority of installa- 
tions are of a commercial and in- 
dustrial nature. Second, there are 
other large users of water who should 
not be allowed to escape any restric- 
tive legislation that is passed against 
refrigeration and air conditioning. 
Third, the principal users of air con- 
ditioning equipment usually have 
their equipment shut down long be- 
fore the hour of greatest water short- 
age occurs. 


“One concession that the refrigera- 


tion and air conditioning industry 


should be quite willing to make, how- | 


ever,” the bulletin points out, “is that 
water for this (or any other) purpose 
should be used intelligently and not 
wastefully.” 


CARRIER NAMES DEALER 
IN JACKSON, MISS. 


Certified Radio & Refrigeration 


Service, Jackson, Miss., has been ap- | 


pointed an associate dealer franchised 
to handle the Carrier line of air con- 
ditioning equipment. Newton J. 
Hackler, owner, signed the franchise 
with Motors, Inc., which has carried 
the Carrier line for several years. 





THE ANSWER TO 
CONDENSER FAN 
REPLACEMENTS 


G.E. UNIT BEARING MOTOR 
@ Self Lubricating 
@ Small Size 
© Quiet Operation 
@ Suction Fan 


NO. 6 FOR DOMESTIC UNITS 


With 2 Blade Fan 734” OD 
@ $10.50 List. $6.75 net to dealer 


NO. 2 FOR COMMERCIAL UNITS 
With 4 Blade Fan 834” OD 
@ $12.50 List. $7.90 net to dealer 


ELECTRA 


DISTRIBUTING COMPANY 
1914 West End Ave., Nashville, Tenn. 


THE riGHT COMBINATION For PROFIT! 


The popular 
FEDERAL Com- 
bination Walk- 
in Self Service 
Display, Ideal in 
design, made in 
Add-A-Section 
construction, a 
section can be 
added any time. 


SELF SERVICE FRONTS OF TWO, 
THREE, FOUR, SIX, OR EIGHT 
DOORS OBTAINABLE. 


For more product on display . . . this combination Walk-in and 
Display, is another Federal store tested sales getter. For over 30 


years Federal has maintained its 


leadership for quality products. 


Send for data on the Food Saver 
Selling Plan. Ask for desirable 
territories still available. 
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1949's Greatest Need: Salesmanship 


DEFINITE change has taken 
place in the general business 
economy. 

The seller’s market which started 
with World War II and continued 
through 1948, has been replaced by 
a buyer’s market as production grad- 
ually increased to satisfy the most 
urgent consumer demand. Many eco- 
nomists are confident that business 
will continue to be good in 1949 but 
that buying will be more selective 
and cautious, calling for real sales- 
manship to keep orders coming in. 

Competition has increased in near- 
ly all businesses since the war. From 


now on, more salesmen will be after 
the customers’ business. High prices 
have somewhat narrowed the overall 
immediate market, resulting in in- 
creased buyers’ resistance. Invento- 
ries in many instances are much larg- 
er than formerly. Collections are defi- 
nitely slowing up. 

All of these new conditions chal- 
lenge the resourcefulness of business 
management. Sound business policies 
and management must prevail during 
this period. 

Productive un- 


doubtedly the most urgent prerequi- 


site of 1949. 


salesmanship is 


YOU PROFIT WHEN YOU BUY 


from a 


REW A MEMBER 


Because he is in business to serve YOU 


REWA members have built their business reputations on offering 


extra services and facilities to point the way to increased profit for 


their customers. 


Your REWA wholesaler knows his business grows only as he is able 


to assist you in a healthy expansion of your business. 


That’s why you can buy with complete confidence from your REWA 
wholesaler and be sure of the largest, most complete stocks, the most 
competent engineering advice and service, and strict adherence to 


ethical trade practices. 


For the best in products, the best in service 
rely on your REWA wholesaler 


Et 1B) 
MAINTAINING 
OVER 300 
CONVENIENT 
OUTLETS 


H. S. McCloud, Executive Secretary 


NU 
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Older salesmen, trained during the 
years when conditions were similar 
to those now existing, must again 
brush up their sales techniques which 
brought results in former competi- 
tive years. The big job for manage- 
ment is the immediate training of 
young salesmen, entirely inexperi- 
enced in competitive sales conditions. 


Here’s What Is Needed 


of the necessary sales re- 
quirements for 1949 are as follows: 


Some 


1. Salesmen must be taught to 
create customer demand. 


2. Salesmen must learn to sell the 
complete line offered by the com- 
pany. 


3. Salesmen must succeed in edu- 
cating customers and thus enlarging 
customer demand to include items 
not usually or previously purchased. 


4. Salesmen must be trained to sell 
quantity business. 


5. Salesmen must be taught to un- 
derstand basic credit requirements as 
a means of selecting customers for 
credit, collecting accounts, and esti- 
mating the customer’s buying capac- 
ity in terms of ability to pay for mer- 
chandise. 


6. Salesmen must educate custom- 
ers in the need or use of all products: 
also teach him or help him to sell ali 
products to his customers. 


7. Salesmen must learn to recog- 
nize the opportunity for the sale of 
additional merchandise to their cus- 
tomers, by studying their ability, 
capacity and his potential market. 


Salesmen Must Sell More 


All of the above requirements are 
necessary for a salesman to increase 
his productivity. The time is here 
when a salesman must produce more 
under much more difficut 
selling conditions. The cost of oper- 
ating every business has increased by 
leaps and bounds. 


business 


The volume of gross profit required 
to meet today’s costs of operation 
have increased steadily to a figure 
which would appear fantastic seven 
or eight years ago. However, these 
costs must be met before any busi- 
ness can make a profit. 


Price cutting is absolutely no solu- 
tion to this problem but only serves 
to hasten the day the liquidators and 
creditors take over. 
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COMMERCIAL SURVEY... 
Continued from page 46 


commercial refrigerator dealers’ 
operating experiences, the 94 firms 
covered in the survey were divided 
into three groups: small, medium, and 
large, based on sales volume, and 
separate sets of ratios compiled for 
each group. Small establishments 
were defined as those having 1947 net 
sales of less than $200,000; medium, 
those having sales of from $200,000 
to $500,000; and large, those having 
sales totaling more than $500,000. 
Comparatively, the three groups 
showed figures as follows: 


Small Medium Large 


74.5 
25.5 
19.0 


5. 
7. 


Cost of goods sold 
Gross profit on sales... .26.5 
Total operating expense. . 19.7 
Salesmen’s compensation. 3.6 
Total selling expense.... 6. 
Total administrative ex- 


2 
z=. 
8 


B. 1. 
6. 6. 

From the tabulations above, there 
appears to be very little difference 
between size groups. Rate of net 
profit showed a difference of only 1.2 
points between the 6.8% profit of the 
smaller dealers and the 5.6% profit of 
the larger ones. Salesmen’s compen- 
sation represented a larger percentage 
for the larger dealers than for the 
smaller ones, but management salaries 
were 5.9% for the smaller dealers as 
compared with 3.3% for the larger 
establishments. 


The reason why some dealers were 
more successful than others may be 
indicated to some extent by that part 
of the study in which dealers were 


OUND at last is the man who 

answers the definition of an 
ideal salesman: he sells refriger- 
ators to Eskimos. The name of this 
paragon is Les Nerland, a dealer in 
Fairbanks, Alaska, who handles 
Philco refrigerators and_ recently 
added several Eskimo housewives 
to his list of customers. 


While less energetic salesmen 
claim that summer is the best time 
to sell refrigerators, Nerland rings 
the cash register when it’s icy 
enough to make even an Eskimo 
shiver. Recently he sold a refriger- 
ator when the mercury registered 
43 degrees below zero. As prom- 
ised, he made delivery the same day 
even though the truck delivering 
the refrigerator froze up on the way 
to his customer’s house. 


divided into low, medium, and high 
profit groups and separate sets of 
ratios shown for each group. For pur- 
poses of this particular comparison, 
“low profit” dealers were described as 
those with profits under 4% (includ- 
ing a few who showed losses) ; “medi- 
um profit” dealers those with profits 
of from 4% to 8%; and “high 
profit” dealers those with profits of 
8% and over. 

A comparison of the three groups 
showed the following: 


Low Medium High 
i Profit Profit 
744 71.9 

25.6 28.1 

20.0 17.1 


tion . 46 3.8 
Total selling expense.. 8. 75 65 
Total administrative ex- 


Cost of goods sold.... 
Gross profit on sales. . 
Total operating ex- 


125 106 
11.0 
$52,300 $57,400 $64,800 


$3,600 $3,700 $4,300 


taxes iF 56 
Annual sales per 
salesman 
Selling expense per 
salesman 


PAR S NEW 


EXTRA QUIET, LARGE CAPACITY 
Poe) Ta oe The 


or remote applications. 
trouble-free performance, 
“quiet as a whisper. 


BY 





Par WRAP-O-maniC 
REFRIGERATION CANDY & COOKIF 
ING 


COmPRESSORS 
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FEATURE : 


RA. OF 
+ fone ” Sas Movers 
@ Slow Wiet_o., 


Pe Sileny 
Pression Piston, fan 


1 of | ~2 com. 


of engineering, 

factory and field testing to 

develop these outstanding popular 
priced, compact Models. PAR RA-2 
(4 H.P.) and RA-3 (% H.P.) are 
designed for either self-contained 
They give 
operate 
Immediate 
delivery so see your PAR Dealer now. 


CORPORATION 


morrac 
PAR COMPRESSOR DIVISION "" JAcKeCINe 
TOLEDO, OHIO 


moRPac GLASS FORMING 
suTTER & OLEO MACHINE: 
PACK aGeet 


MACHINES 
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As will be noted, the higher profit 
group reported both a higher gross 
profit and a lower total expense than 
did either of the other groups. A 
chief reason for the high “cost of 
goods sold” ratio of the low profit 


in salesmen’s compensation and in 
other expenses of a general nature. 
This latter seems to indicate the im- 
portance of close attention to miscel- 
laneous costs if the dealer wants to 
maintain his profits at a satisfactory 
level. 


dealers was their reconditioning, in- 
stallation and service item of 11.4% 
—more than double the figure re- 
ported by the more profitable groups, 
which amounted to 4.7 and 5.5%, re- 
spectively. 

Chief expense advantage of the 
most successful dealers was contained 


Another significant point brought 
out by the comparison is the greater 
efficiency of salesmen employed by 
high profit dealers, who averaged 
$64,800 in sales at an average selling 
expense of $4,300, as compared with 
sales of $52,300 and selling expense 


~ MARSH 
FREEZER 
THERMOMETER 


.. It gives you 


FREEZER TEMPERATURE 
AND ROOM TEMPERATURE 


---Coth on one cary 
to-read dial / 


The Marsh Freezer Thermometer is the newest development in Marsh refrigeration 
instruments—and a much needed one! For permanent installation in connection with 
locker plants, walk-in coolers, even home freezers, it gives the owner a means of con- 
tinuously checking temperature by merely glancing at the easy-to-read dial of the 
instrument which is provided with five feet of capillary tubing so that it can be located 
at any convenient viewing point outside the unit. No need to open doors or remove 
lids. It also provides a thermometer, combined on the same dial, to indicate room 
temperature. The upper (“freezer”) scale reads from —30° to +65° F.; lower (“room”) 
scale from +20° to +90° F. 

The large easy-to-read figures and markings are a part of the handsome styling 
throughout. Case is black enameled with chromium trim. Capillary tubing is slender 
enough to pass between the door and jamb of any type of refrigerator or quick-freeze 
unit. A convenient mounting bracket is provided so that installation can be made 
in a few minutes. 

This instrument is a “natural” for your customers who operate locker plants, com- 
mercial boxes, quick-freeze and storage units in plants, food stores, and homes. It is 
the finishing touch to every refrigeration job—the constant indicator of the functioning 
of the refrigeration unit—the safeguard against food spoilage due to power failure, 
mechanical failure or improper operation. 


Write for complete descriptive literature 


JAS. P. MARSH CORPORATION, Dept. P. Skokie, Ill. 
Export Dept.: 155 E. 44th St., New York 17, N. Y. 


of $3,600 for those in the low profit 
group. 

By studying figures developed in 
the study, and comparing them with 
his own operating ratios, it is possible 
for any commercial refrigerator 
dealer to see how his own organiza- 
tion stacks up. If some of his figures 
are out of line, he can take necessary 
steps to correct them and bring them 


Editor’s Note: Copies of the com- 
plete “Dealer Operations Manual,” 
including information on how any 
commercial refrigerator dealer can 
make use of the facts developed by 
the Dun & Bradstreet survey in 
guiding his own business operations, 
may be obtained from Commercial 
Refrigerator Manufacturers Associ- 
ation, 111 West Washington St., 
Chicago, Ill. Price is $1 per copy. 


into proper proportion. 

Good management will figure more 
importantly than ever in determining 
the average dealer’s financial health— 
and the dealer who sets his manage- 
ment house in order now will be in a 
much better position to weather the 
intensely competitive days immediate- 
ly ahead, when he'll have to be fa- 
miliar with all the phases of his own 
operation if he expects to realize a 
satisfactory profit for his efforts. 


VALMART PLACES RECORD 
ORDER WITH AMANA 


A record breaking order of 50 car- 
loads of Amana home freezers has 
been placed by Fred Rohrlich, presi- 
dent of Valmart Distributors, Inc., 
covering their early 1949 needs. 

Representing Amana in the trans- 
action were Ed Hinchliff, general 
sales manager, and W. F. (Bill) 
Kern, eastern regional sales manager. 
Kern, it will be remembered, resigned 
as head football coach at University 
of West Virginia, and had previously 
coached at Carnegie Tech and Univer- 
sity of Pittsburgh. 

It is believed that this 50 carload 
order of Amana freezers constitutes 
the largest single order for home 
freezers ever placed by a distributor. 


NAMES SALES MANAGER 


Otto Krauss, Jr., general manager 
of the Krauss Co., St. Petersburg, 
Fla., has appointed O. S. Braden, Jr. 
as sales manager. The company is 
celebrating its 25th year as distributor 
of Carrier air conditioning equip- 
ment. 
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WHY “FREON” REFRIGERANTS ARE 
WIDELY APPROVED 


This is the second of a series of advertisements outlining the advantages of **Freon”’ refrigerants. 


@ NONTOXIC 


@ NONFLAMMABLE 


@ NONEXPLOSIVE 


@ NONCORROSIVE 
@ ANHYDROUS 

@ PURITY 

e QUALITY 

e ACID FREE 


e NARROW BOILING- 
POINT RANGE 


@ AVAILABILITY 


°Y, 


FREON = REFRIGERANTS 


“Freon” is Kinetic’s registered trade mark for its fluorinated hydrocarbon refrigerants and propellents, 
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SERVICE ENGINEERS AND DEALERS - 


NOW YOU CAN SELL 


CONDENSING UW/7S 


ND 


RELACEMEW 7 FAKTS 


\ 


a eee 


GENERAL ELECTRIC CO. AIR CONDITIONING DEPARTMENT 
Department CR-3, 5 Lawrence Street, Bloomfield, New Jersey 
I am a service engineer [] dealer [] 


Please have full information on-the sales of G-E condensing units and parts | 
sent to me. Please send condensed catalogs and price lists. 
FOR FULL 


(NFORMA7T/ION 
MAIL TAIS COUPON TODAY 
<— WA CO. 
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Use the General Electric way to 


HERE’S BIG NEWS for all commercial 


refrigeration service engineers and dealers. 
Right now—throughout the country—General 
Electric is setting up wholesaler- 
replacement parts depots to supply 
famous G-E condensing units 
and replacement parts to you. 
You can make money out 

of the great customer ac- 
ceptance that's part of 

every G-E condensing 

unit. And you'll 

be able to get your 

share of the 

G-E service and 

parts business. 


PRICED RIGHT 


You’ll be happy about the competitive prices of 
this top-quality condensing unit. A fair initial 
price plus famous G-E long life and dependability 
give you a.bang-up sales story. 


SIMPLE IN-WARRANTY REPLACEMENT POLICY 


Every G-E condensing unit is backed by a G-E 
standard warranty that will help you sell. Most 
important to you, you’ll be able to get parts 
quickly and easily wherever you are, thanks to 
G.E.’s new nation-wide replacement parts depot 
plan. You’ll waste little time or motion...and your 
customers will be satisfied and keep that come- 
again mood. 


TOP CUSTOMER ACCEPTANCE 


G-E products enjoy wide customer acceptance. 
Let it help make sales and profits for you. 


NATIONAL ADVERTISING AND DIRECT MAIL 


You’ll be backed up in your sales efforts by 
national advertising campaigns during the year. 
And ask your General Electric supplier about the 
planned direct mail program, too—available to 
dealers and servicers who handle General Electric 
products. 


G-E HIGH-QUALITY CONDENSING UNITS FROM '/, TO 5 HP 


General Electric condensing units, Types CW and CM, are available 
in both air-cooled and water-cooled models. Ideal, for all kinds of 
commercial refrigeration and air conditioning applications—both 
self-contained and remote—these units feature long-time depend- 
ability and low-cost operation. They’re compact, easy to handle and 
install. And they deliver a big cooling job...in small space...at ex- 


tremely low cost. 


@ CONDENSING UNITS 


for better commercial refrigeration 
GENERAL @® ELECTRIC 


aS 
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OPPORTUNITIES 


Classified Advertising Section 


Rates: for “Positions Wanted”, $4.00 minimum, limit 25 words. 


For all other classifications, $4.50 


minimum for 25 words or under, each additional word 15c; boldface type or all capitals, $7.50 
minimum for 25 words or under, each additional word 20c. Box addresses count as five words, 


ether addresses by actual word count. 


BUSINESS OPPORTUNITIES 


AIR CONDITIONING REFRIGERATION 


Successful, well established corporation 
representing one of the oldest and national- 
ly known manufacturers of refrigerating, 


ice making and air conditioning equipment. 


Shop equipped for pipe bending, butt weld- . 


ing, and light manufacturing. Located in 
Central West city of 250,000. Great oppor- 
tunity for the right party with capital. 
Box 4149. 


WANTED: 1000 Servicemen interested in 
making more money rebuilding Coldspot 
Hermetic units. Field wide open—big de- 
mand for service everywhere. Our produc- 
tion of complete line of parts and tools 
dependent on immediate response 1000 
servicemen who are wide awake to ex- 
ceptionally profitable opportunity. Send 
name and address, and get with trend to 
Hermetic service work. 


Beil & Co., 501 S. Filmore, Kirkwood, Mo. 





ua 


CHICAGO SEALS 


and 


VALVE PL L. ES 
L’ AS \ wut, Wn, 
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Precision lapping, superior 
construction and simple 





installation make Chicago 
seals ideal for replacement. 


All advertisements in this section are payable in advance. 


POSITIONS WANTED 


Selected group of men, graduates of well- 
known trade school, desire employment in 
Refrigeration Field. Will travel anywhere. 
Qualified in domestic and commercial re- 
frigeration. Reliable. Contact Placement 
Dept., Eastern Technical School, 888 Pur- 
chase Street, New Bedford, Mass. 


FOR SALE 


PORTABLE cold storage bldgs. Indoor or 
outdoor use, 2 laborers erect about one day. 
Brand new heavily insulated for low temp. 
10 ft. long x 10 ft. wide—$870. 17 ft. long 
x 10 ft. wide—$1285. 24 ft. long x 10 ft. 
wide—$1695, Sectional rust proof steel 
construction. Offer subject to prior sale. 
Limited quantity. Fogel Refrig. Co., 5400 
Eadom St., Phila. 37, Pa—Phone Jeffer- 
son 5-8300. 


Bargain Sale: 2 50-ton Carrier Com- 
pressors complete with motors start- 
ers; 1 Marlo 300 GPM Evaporative 
Condenser with motor starter; 1 Wa- 
ter Cooler, Direct Expansion 300 
GPM, controls, valves, etc; excellent 
condition. Waldheim Realty Co., 721 
Olive Street, St. Louis, Missouri. 


FOR SALE—Air-cooled and Water-cooled 
remanufactured condensing units, %4 up to 
2 H.P. Write for particulars, Edison Cool- 
ing Corp., 310 East 149 St., Bronx 51, N. Y. 


—-_-----e_eeoro———n— 


FOR SALE 


% H.P. Chieftain refrigeration units model 
MS14U2HD, heavy-duty, twin piston com- 
pressor. Condition fair. $35.00 each, send 
money order or check only. Coca-Cola Bot- 
tling Company, 2200 Stockton Blvd., Sacra- 
mento, California. 


Special Close-Out on brand new freezer 
plates, coils, and units. Yoder plates— 
19” x 31” @ $3.75; 21” x 72” @ $7.00. 
Dole plates—22%%4 x 33” @ $4.25; 24” x 79” 
@ $8.00; 22” x 61” @ $6.00; 22” x 72” 
@ $7.00. (All plates have 1%” male or 
female end connections.) Bush finned coils 
76” x 16” x 2%” 6 tube single row @ 
$9.00. Chrysler Airtemp air cooled units— 
% H.P. @ $54; 1/3 H.P. @ $60; % HELP. 
@ $102; 1% H.P. @ $168. Send deposits 
to General Refrigerators Corp., 678 Broad- 
way, New York 12, N. Y. 


Sill brass Stings 1” IPS x % flare 
#445 Kerotest angle valves 95 cents ea. 
1%" IPS x % flare 90° elbows 25 cents ea. 
FOB Chicago. C. B. Goodman & Co. 6459 
S. Morgan Street, Chicago 21, Ill. 





NEW CAROLINA FIRM 
SELLS AIRTEMP UNITS 


Rogers Air Conditioning Corp. has 
been opened at 831 N. Tryon St., 
Charlotte, N. C., as dealer and dis- 
tributor for Chrysler Airtemp prod- 
ucts for air conditioning, heating, 
and refrigeration. Curt L. Rogers is 
president, U. H. Johnson vice presi- 
dent, and R. J. Overton, secretary and 
treasurer. Salesmen include Robert 
Hanoff and John F. Biggerstaff. Rob- 
ert Hinson is service manager, and W. 
D. Lohman is shop superintendent. 
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“Keep cool with ESTON!” 


Uniform high quality, 


ond hon, decal REFRIGERANTS 
service mark the Eston 


line of refrigerants. 
Buy from the Eston tee 


Wholesaler; he is your 
best source of supply. METHYL CHLORIDE 
SULPHUR DIOXIDE 
METHYLENE CHLORIDE 


Distributors of 


eS 
—— REFRIGERANTS FREON 11-12-21-22-113-114 


AEE Ped 
WHOLESALER 
1S A GOOD MAN 
TO KNOW... 


ABILENE, TEX. 
Cau Distributing Co. 
ATLANTA, GA. 
Bowen Refrigeration Supplies, Inc 
BATON ROUGE . 
Atlas Refrigeration Supplies, Inc. 
BILLINGS, MONT. 
a Supply Co. 
BOISE, 
Pel igeratie Supply, Inc. 
CHARLOTT! c. 
Bowen Seltpeetion Supplies, Inc. 
DALLAS, TEX. 
Refrigeration Supply Co. 
DENVER, COLO. 
McCombs Refrigeration Supply Co. 
Thermo Supply, Inc 
EAST ST. LOUIS, ILL. 
Iinois one _— 
EL CENTRO, 
aie Te tien Distributor 
FARGO, D. 
Refrigeration Supply Co. 
FOND DU LAC, WIS. 
M. D. Guenther Co. 
FORT WORTH, TEX. 
Refrigeration Supply Co. 
FRESNO. L. 
G. C. Xa Co 
GLENDALE, CAL. 
ee & Industrial Supply Co. 
HONOLU 
aeons Ges Products Co. 
ae TEX. 
C. Lingo Co. 
INDIANAPOLIS, IND. 
Square Deal Supply Co. 
JACKSONVILLE, FLA. 
Bowen Refrigeration Supplies, Inc. 
KANSAS CITY, MO. 
Refrigeration Equipment Co 
Superior Refrigeration Supply 
LONG BEACH, CAL. 
Refrigeration Supplies Distributor 
LOS ANGELES, CAL. 
Arrow Refrigeration Supply Co 
Pacific Metols Co., Ltd. 
Refrigeration Supplies Distributor 
Thermal Products, Inc 
MIAMI, FLA. 
Bowen Refrigeration Supplies, Inc 
MINNEAPOLIS, MINN. 
Tempcon, Inc. 
NASHVILLE, TENN. 
Starr Company 
NEW ORLEANS, LA. 
Acme Refrigeration Supplies, Inc 
OKLAHOMA CITY, OKLA 
Wough & Robertson 
PHOENIX, ARIZ. 
Arizona Refrigeration Supplies, Inc 
PORTLAND, ORE. 
Peerless Pacific Co. 
Refrigerating & Power Specialties Co 
Refrigerative Supply, Inc 
PUEBLO, COLO 
McCombs Refrigeration Supply Co. 
SACRAMENTO, CAL. 
Hinshaw Supply Co. 
ST. LOUIS, MO. 
Authorized Refrigeration Parts Co. 
R. E. Thompson Co. 
ST. PAUL, MINN. 
Refrigeration Supply Co. 
SALT LAKE CITY, UTAH 
Flint Distributing Co. 
SAN BERNARDINO, CALIF. 
Valley ae Supply 
SAN DIEGO, 
Refrigeration as Distributor 
SAN FRANCISCO, CAL. 
Hinshaw Supply Co. 
Pacific Metals Co., Ltd. 
Refrigerating & Power Specialties Co. 
SAN GABRIEL, CAL. 
Refrigeration & Industrial Supply Co 
SEATTLE, 
Corl Chemical Co. 
Peerless Pacific 
Refrigerating & Power Specialties Co. 
Refrigerative Supply, Inc. 
SPOKANE, WN. 
Refrigerative Supply, Inc. 
Wokefield Supply Co. 
TACOMA 
Refrigerating & Power Specialties Co. 
Refrigerative Supply, Inc 
TAMPA, FLA. 
Bowen Refrigeration Supplies, Inc. 
TUCSON, ARIZ. 
Arizona Refrigeration Supplies, Inc. 
TULSA, OKLA 
Palmer Supply Co. 
VANCOUVER, 6.C. 
J. P. Southcott 


. 


Products of ESTON CHEMICALS, Inc., Los Angeles 
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HEN a service engineer uses a refrigerating com- 
pressor oil that gives his customers efficient, 


trouble-free operation, his business is bound to grow. 


That’s why so many service men buy Texaco Capella 


Oils . . . thus building business for dealers and dis- 


tributors, as well. 


SK 


Texaco Capella Oils are highly refined, moisture-free 
oils with exceptional stability. They have low pour 
tests and are free of impurities that cause gumming and 
sludging. They keep the entire refrigeration system 
clean, assuring top performance. 

There are suitable viscosities of Texaco Capella Oils 
for compressors of every size and type. They come in 
1-qt., 1-gal. and 5-gal. containers sealed to prevent 
contamination. Leading compressor manufacturers 
approve their use. 

You can build a more profitable business with Texaco 
Capella Oils. The Texas Company, 135 East 42nd Street, 
New York 17, N. Y. 


FREE LUBRICATION GUIDE — Latest edition. Lists makes and 
types of compressors and refrigerants used in 64 Elec- 
tric Refrigerating Units and 39 Air Conditioning Units. 
Shows recommended grade of Texaco Capella Oil for 
each. Use guide as wall chart, or bind into service manual. 


ITEXACO Capella Oils gam 


FOR ALL AIR CONDITIONING AND REFRIGERATING EQUIPMENT 


Tune in... TEXACO STAR THEATRE every Wednesday night starring Milton Berle. See newspaper for time and station. 
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THE PRACTICAL 


Rett ige erat 


eee 
FF 


MANUAL... soci ss 


{}= Practical Refrigeration Applications Manual extends a helping 
hand to those refrigeration and air conditioning men who occasionally 
encounter field engineering problems too tough for them to handle. Space 
limitations make it impossible to give complete detailed information cov- 
ering each step necessary for the installation or erection of refrigeration 
equipment, insulation, or fixtures. It is necessary to assume that those 
readers who request assistance with their problems are familiar with these 
basic fundamentals. If they are not, it is suggested that they seek this ad- 
vice from their sources of supply when purchasing the materials which 
they intend to use on the job. Most suppliers are equipped to furnish such 
information. Readers are urged to submit their problems to this depart- 
ment. Each letter of inquiry will be answered personally by the author. 
The most interesting ones will be published in these columns. All problems 
should be clearly and completely stated and addressed to: COMMERCIAL 


REFRIGERATION AND AIR CONDITIONING, Manual Dept. 


tario St., Cleveland 13, Ohio. 


WOULD appreciate your engin- 
eering services relative to the 
following problem. 


“This concerns a cheese factory 
with a walk-in cooler measuring 20 
x 20 x 10 feet and containing two 
Krack ‘“Magn-E-Fex’”’ F124MA cool- 
ing units. The condensing unit is a 
3-hp water cooled F-12 model. 

“The walk-in cooler at present has 
very poor insulation and the running 
time of the condensing unit has been 
practically 24 hours for a number of 
years. Now, however, this cooler will 
be enlarged to a 20 x 30 x 10-foot 
size and insulated with cork. The 
condensing unit will also require re- 
placement. 

“The maximum product load per 
day is 120 cheddars of cheese weigh- 
ing 75 pounds each, entering at about 
85 F to be cooled to 38—40 F, the 
holding or storage time of cheese in 
cooler being two days, with outside 
temperature of 85 F, or about a 50- 
degree t.d. The same cooling units 
will be used. Will they have sufficient 
capacity for the increased size of the 
walk-in cooler? 


“Will a 3-hp water cooled F-12 
condensing unit handle this cooling 
load at the normal 16-hour opera- 
tion? How many inches of cork in- 
sulation should be used? At present, 


, 1240 On- 


the cooling units are both lateral to 
each other. Would you recommend 
apy other arrangement” 


E HAVE carefully checked over 

this problem regarding the cool- 
er for cheddar cheese. By all means, 
have sheet cork insulation installed 
in this cooler. Good insulation ma- 
terially cuts down the refrigeration 
load, thus paying for itself not only 
in lower operation costs but also by 
making possible the use of smaller, 
less expensive evaporators and con- 
densing units, which in turn lowers 
the initial investment costs. 

We would suggest that a minimum 
of 3 inches of cork board be used, 
comprised of two layers of 114-inch 
cork board bonded with hot asphalt 
and with all joints lapped. Two lay- 
ers of 2-inch cork board or a total of 
4 inches, would, of course, further 
reduce the total refrigeration load, 
but 3 inches should work out entirely 
satisfactorily. 


We have made a complete estimate 
of the refrigeration load based on the 
use of 3 inches of cork board, arriv- 
ing at a total hourly load figure of 
24,428 Btu per hour or 586,272 Btu 
per 24-hour period. These figures 
break down as follows: heat leak 11,- 
000 Btu per hour; service load 7700 
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Btu per hour; product load for 9000 
pounds of cheddar cheese with a spe- 
cific heat of .65 cooled 47 degrees in 
a 48-hour period at 5728 Btu per 
hour, giving a total of 24,428 Btu 
per hour. 

These figures were based on max- 
imum outside temperature of 85 F, 
temperature within the cooler of 35 


F, and final cheese temperature of 
38 F. 


TEMPERATURES ARE CALCULATED 


Basing the cooler temperature at 
35 F, the average refrigerant tem- 
perature should be 22 F, or approxi- 
mately 22.5 pounds pressure with 
Freon refrigerant. This gives us a 
temperature difference of 13 degrees 
between inside cooler temperature 
and refrigerant. 


I was unable to locate the listing 
on two Krack Magn-E-Fex F124MA 
blower units, but the Krack Magn-E- 
Fex F17MA blower units, which are 
the smallest units I could find listed 
in this series, have a capacity of 1700 
Btu per 1 degree t.d. each, or a total 
of 22,100 Btu at a 13 degree t.d. 


COILS SHOULD BE ADEQUATE 


If these two Krack blower coils 
you are now using have a capacity of 
18,000 Btu each at 13 degrees t.d., 
or approximately 1380 Btu each at 1 
degree t.d., they should be entirely 
adequate to handle this new installa- 
tion. We recommend that these units 
be placed side by side on one 30-foot 
wall, each about 8 feet from the ends, 
with 14 to 15 feet between the two. 

A 3-hp water cooled condensing 
unit using Freon should give you a 
capacity of approximately 32,300 Btu 
per hour with an average refrigerant 
temperature of 22 F. You may there- 
fore expect a maximum operation of 
approximately 18 hours during 85 F 
weather, with a tapering off down to 
16 hours or less during cooler weath- 
er. 


3-HP UNIT IS AMPLE 


This capacity, of course, is based 
on condensing water being at normal 
temperatures and in adequate volume 
at all times. We do not hesitate to 
recommend the use of the 3-hp water 
cooled condensing unit, if conditions 
are normal and the cooler is properly 
insulated. 

We are sorry we could not locate 
ratings on the two F124MA Krack 
Magn-E-Fex coolers, but if each of 
these coolers you are using have the 
capacity indicated they should handle 
the new job satisfactorily. If they are 
too small, we suggest you get an ad- 
ditional blower unit to bring the cap- 
acity up to a total of about 35,000 
Btu per hour at 13 degrees t.d. 

We believe this installation will 
work entirely satisfactorily with the 
load as outlined in your letter. If 
three blower coils are used, you can 
install them side by side, or, the cen- 





THE 
ALL-TEMPERATURE 


V Migy TABU ry 


? 
' 


Recommended for air conditioning and 
refrigeration systems using standard 


refrigerants 

ANSUL OJL is an All-Temperature 
Refrigeration Oil which conforms to 
the rigid wax-free specifications es- 
tablished by Research. It will not 
separate wax when mixed with a 
refrigerant (under specified condi- 
tions) and subjected to temperatures 
as low as SEVENTY DEGREES BELOW 

ZERO (Fahrenheit). 
ANSUL Olt has been machine tested 
and approved for lubrication and 
wax-free characteristics in both high 
and low temperature installations. 
Ansul Research was the first to rec- 
ognize the critical need for an oil 
which would not only lubricate and 
protect moving parts but would also 
eliminate the persistent troubles 
which were traced to wax separa- 
tion from oil-refrigerant mixtures. 
' ANSUL 150 OIL — The All- 
Temperature Refrigeration 
Oil — is sold by leading re- 
\ slid) frigeration wholesalers 

aL) 


“ew=~ everywhere. (if you re- 
=) quire a higher viscosity oil 
ask for ANSUL 300.) Get 


ANSUL OIL where you buy 
your Ansul sulfur dioxide 
and Ansul methy! chloride. 
A N S T i REFRIGERATION DIVISION 
OVID sate dria i 
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ter blower can be placed in the center 
of the opposite wall, blowing towards 
the other two units. 

If two blowers are used, select a 
thermostatic expansion valve for each 
with a minimum capacity of 114 tons 
Freon. If three blowers are employed, 
use three valves rated at 1 ton Freon. 
Also, we would suggest use of a ¥4- 
inch liquid line with 34-inch branch- 
offs to each coil. Suction lines should 
be 5% inch from each blower if three 
units are used, or % inch if two units 
are used, connected into a 1%-inch 
suction line at the condensing unit. 

If you wish to hold a close tem- 
perature inside the cooler, use a room 
thermostat with a 3 to 5 degree dif- 
ferential connected to solenoid valves 
placed in each liquid line to each 
blower. Use the pressure control on 
the condensing unit to control the 
overall operation. 

We would also recommend that 
you place hand shut-off service valves 
on each liquid line inside the cooler 
ahead of the expansion valves, and 
similar hand valves in the suction 
line leaving the blower coils. This 
hand valve control will be of consid- 
erable benefit in controlling the re- 
frigerant flow on future service work. 


CCORDING to an announce- 

ment by the Commodity Stand- 
ards Division of the National Bu- 
reau of Standards, printed copies of 
Commercial Standard CS105-48 
covering Mineral Wool Insulation 
For Low Temperatures (Second Edi- 
tion), are now available. 

This standard covers minimum 
physical and chemical requirements 
of mineral wool in loose, granu- 
lated, felt, industrial batt, and board 
or block forms. It includes thick- 
nesses of insulation required for 
various operating temperatures, 
specifications for auxiliary ma- 
terials, tests, installation require- 
ments, and method of guaranteeing 
compliance with the standard. 

Copies may be obtained from the 
Superintendent of Documents, Gov- 
ernment Printing Office, Washing- 
ton 25, D. C., for 10 cents per copy. 


COOLERATOR PRICE PLAN 
PROTECTS DEALERS 


To encourage dealers in planning 
adequate inventories to take care of 
demands during the peak refriger- 
ator selling season, Coolerator Co., 
Duluth, has initiated a price protec- 
tion plan. The plan, effective until 
Sept. 30 of this year, provides that in 
the event of a price reduction the 
company will refund to distributors 
an amount equalling the difference 
between the reduced price and the 
original price. Distributors will ex- 
tend the plan to dealers so that all 
inventories will be covered. 


ete) ole A ot 
and Pistons in Minutes! 


“Al with 
Amazing 

New 
PREMIER 

KIT 


Save up to 
90% in 
Time and 
Money! — 


Yes, this amazingly low-priced PREMIER 
Self-Aligning Valve Grinding Kit makes it 
easy for any refrigeration service man to 
grind, finish and test recessed or flush valve 
seats in little more time than it takes to 
read this ad! No more tiresome hand lap- 
ping. Pays for itself in reoperating as few 
as six valve jobs! Compactly packed in 
handy case for easy handling. 


See it at Your Jobber Today! 
or Write direct to: 


THE PREMIER CO. 


891 PARK AVENUE * BALTIMORE 1, MD. 





MINI-VOLT 


Instantly read voltages right off 
dial, 65 to 660 v. A.C. Also D.C. 


Virtually burnout-proof. Lamp 
guaranteed for 10,000 hours. Plas- 
tic case. 12” flexible test leads. 
And only $2.75 list! 


@ Not only distinguishes between 
110, 220 ete. volts, but measures 
line voltage close enough to show 
up 3 or 4 volt drop between 
meter and load terminals on 110 
v. line. 

@ No refrigeration serviceman 
need now be without definite 
knowledge of whether faulty 
eperation of motors, magnetic 
valves, ete. is due to improper 
terminal voltage. 

@ Checks for blown fuses, acci- 
dental grounds, circuit continu- 
ity. Useful for electrical trouble- 
shooting in general. 

@ Not subject to error of “false 
indication” common to neon test 
lamps. 


It’s a “must.” Saves time, money, life 
and limb! Order from supplier, or from 


US EV ae Sa Le 
ata ia 
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Genuine DRYSEAL Refrigeration Tube 


is made only by 
REVERE 


When you order DRYSEAL Refrigeration 
Tube, you can be sure of fine, uniform 
quality in every length you buy. But, re- 
member, there is only one genuine DRY- 
SEAL Tube—made only by Revere Copper 


and Brass Incorporated. 


DRYSEAL Copper Refrigeration Tube 
is uniformly soft, so that you can bend it 
easily... and it won’t split at the ends 
when flared. It has a new type of mechan- 
ical end seal that permanently keeps the 
interior of the tube clean and dry; and 


the seal is compact enough to pass through 
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any opening large enough for the tube 
itself. In addition, DRYSEAL is made to 
new, more economical dimensional stand- 
ards. And it comes to you in a new package 
that protects the tube, keeps it bright and 
clean, and is readily identifiable in stock. 
DRYSEAL Tube comes in sizes from 4” 
to %” O.D., and is packed two 50-foot 


coils to a package. 


Next time you buy refrigeration tube, 
ask for REVERE DRYSEAL by name. 
You can get prompt delivery from lead- 


ing distributors throughout the country. 


REVERE 


COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, New York 
° > . 
Miils: Baltimore, Md.; Chicago, Il.; Detroit, 
Mich.; New Bedford, Mass.; Rome, N. Y. 


Sales Offices in Principal Cities, 
Distributors Everywhere. 





Ranco Refrigeration Controls sold 
through leading wholesalers every- 
where, are the products of over 
20 years of specialized refriger- 
ation engineering experience 
and leadership. Ranco’s estab- 
lished policy of continuous re- 
search and improvement -— its 
record of more than a score 
of firsts in design develop- 
ments —is your assurance of 
the finest, dependably ac- 
curate and trouble-free re- 
frigeration controls, al- 
ways available through 
your wholesaler. 


*Ranco Refrigeration Controls 
are found in more original 
installations than any other 
control. 


~._. REFRIGERATION 


CONTROLS 


: Commercial and Domestic 
_! General and Exact Replacements 
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THE SERVICE MAN'S DEPARTMENT 


Hlercshow 


Edited by 


RS sips RR a eI NCE A? Warren W. Farr 


Service Man Designs 
Seal Refacing Tool 


A special tool designed to simplify 
the task of refacing the seals of Cold- 
spot compressor units has been devel- 
oped by M. P. Schlosser, a practicing 


refrigeration engineer from Port 
Chester, N. Y. 

Inventor Schlosser says that he first 
conceived the idea for this tool as 
long ago as 1935, but that the idea 
finally crystalized during the war 
when he was doing experimental tool 
work for a local shop. 

“I felt that the manufacturer of 


HERE’S HOW EDITOR: 


I read with interest the article in 
the December issue in which Mr. 
Minch of Portsmouth, Ohio, de- 
scribes his method of repairing a 
leak in a receiver without putting 
the unit out of operation. 

I also read the article in the Feb- 
ruary issue by Mr. George Schuld of 
Cleveland, Ohio, in which he warns 
of “the dangerous way, etc.” I dare 
say that by this time you have had 
lots of mail upholding Mr. Minch’s 
method. 

For Mr. Schuld’s (and any inter- 
ested servicemen’s) information, a 
safe way to do this is as follows: 
Install head pressure gauge, turn 
off unit, and without closing any 
service valves, proceed with moder- 
ate flame. If the leak is above the 
liquid level, the pressure will rise 
only a few pounds. If the leak is 
below the liquid level, the liquid 
will have to be evaporated down be- 
low the leak by application of heat. 

The liquid will recondense in the 
condenser with rise in head pressure 
roughly equivalent to peak operat- 
ing pressure (according to speed of 
heating receiver). The liquid level 
must be below the leak in order for 
receiver surface to heat sufficiently 
for solder to flow. 

I can see no similarity between 
this operation and the comparison 
which Mr. Schuld drew (partially 
blocked dryer with liquid line valve 
closed). 

Thomas B. Leonard, 
San Angelo, Texas. 


Coldspot units did not intend to use 
a replacement seal with rubber wash- 
ers and springs”, Schlosser explains, 
“and not being in a position to ob- 
tain new seals at that time prompted 
me to develop my own device for re- 
lapping the old ones.” 


Here are the instructions for using 
this tool, which is now being manu- 
factured by Schlosser and on which 
patents are pending: 


1. Remove gas from system. Disconnect 
and remove motor, to allow more room for 
working. Remove seal half of universal 
coupling and spring. Screw on small flat 
bar up to bellows shoulder. Next, place 
punch in hole in bar. This is to hold the 
bar. Then screw on large nut, locking 
same against bar. Remove punch from 
hole, place against corner of bar. By strik- 
ing a swift blow counter-clockwise the seal 
bellows will spin loose. Several tries may 
be necessary. 


2. Screw on the long shaft extension, 
which is supplied with the tool, up to the 
shoulder on the shaft, then insert Allen 
wrench in set screw inside the shaft exten- 
sion and lock shaft extension in place. 


3. Remove cap from tool and insert 
coarse disk and replace cap on tool body. 
Place a small amount of oil on disk. 


4. Place tool body over shaft extension 
making sure that pin is in line with long 
slot; push in and turn to engage in first or 
second notch, holding shaft extension by 
the knurled end while turning tool body. 


5. Turn tool right and left for a few 
minutes, then remove. Clean bronze face 
and repeat operation until a clean surface 
is obtained. 


6. Repeat steps 3, 4, and 5 using fine 
disk and engaging in third or shallow 
notch, 

When operations are completed you will 
find very fine rings on the face of work 
which will retain oil until seal has run in. 

Before bellows is replaced on shaft, steel 
face must be lapped on a lapping plate or 
plate glass and emery cloth and oil. 

Do not use other disks as they may ruin 
work. These disks are made especially for 
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this tool. Replacement disks are available. 
An adapter shaft is also available to be 
used in conjunction with this tool for use 
on the close coupled unit, but the unit has 
to be dismantled. 


“Parking Tickets” 
Promote Service 


One smart service operator we 
know promotes a good bit of extra 
business for himself by occasionally 
playing cop and passing out “parking 
tickets” to motorists overstaying their 
leave in the town’s metered parking 
spaces. Here’s how the idea works: 


VT 


this way... 


CARRY a constant supply of 
cone shaped paper drinking cups 
in my tool kit, for I have found that 
they can be easily converted into 
very handy funnels for filling com- 
pressor pumps. 
To use them in this way, simply 
cut off the pointed tip, as indicated 


in the sketch, just far enough up 
so that it will slip into the filler 
opening. 

By using these cups for funnels 
it is possible to have a perfectly 
clean funnel for every job. Also, 
they are very easy to handle be- 
tween close coupled units where 
other funnels won’t fit. Then too, 
you can always use another of 
these cups as a measuring cup so 
that a closely measured amount 
can be poured into the pump. 

Gordon M. Jayne, Moravia, N. Y. 





THE LATEST BOOK 


ON 
REFRIGERATION 
REPAIR 


Pocket size—4%" x 7%”. Limp 
Binding. 704 pages. $5.00 each. 


Every repair man and owner should have 
this book at hand for ready reference. 
Written by Edward R. Magnus, a recog- 
nized authority and consulting engineer 
on refrigeration, the book contains 21 
reference tables and 139 line illustrations. 
Servicing instructions follow a logical pat- 
tern in which the problem is presented, the 
equipment necessary is listed, general in- 
structions follow, and the operation is 
completed with a short paragraph on pre- 
cautions to be observed in making the 
repair. 


The Refrigerating Engineering Magazine 
says: “ .. . We recommend the REFRIG- 
ERATION SERVICEMAN’S MANUAL to the 
practical engineer, technician, or student 
without reservation.” 


USED AS A TEXTBOOK IN 
18 LARGE REFRIGERATION 
SCHOOLS 


PUBLISHED BY 
WILCOX & FOLLETT CO. 
CHICAGO NEW YORK 


Note to Jobbers: For a short time 
only on an order of ten or more 
copies of this book we will in- 
clude a handy counter-display 
rack as pictured. 


SEND FOR YOUR COPIES TODAY. 


Wilcox & Follett Co. 

Dept. RI 49, 1255 $. Wabash Ave. 

Giseee 5, Minois 

Please send me_____________copies of the 
REFRIGERATION SERVICEMAN’S MANUAL. 
ES 

Street Address & Zone 


City & State... .c-ccccceseee 
Include displa 








The “parking ticket” itself tells the 
story. It is designed so that in size 
and color it simulates the authentic 
parking tickets distributed by the 
town’s police force. But the printing 
on the face of the card bears this 
legend: 


VIOLATION! (ALMOST) 


“I was passing by and noticed that 
your meter time had run out, so I de- 
posited a nickel to prevent your getting 
a ticket. Always ready to lend a helping 
hand, whether it be for extra parking 
meter time or qualified refrigeration 
service.” 


Prominently displayed at the bot- 
tom of the card is this dealer’s busi- 
ness signature, complete with address 
and telephone number. 


This promotion obviously costs a 
few nickels, in addition to the cost 
of printing the cards, but the results 
have been more than worth this 
minor expenditure. 


ELT A 


_ this way... 


N WORKING on the overhaul or 
repair of SO, units there is a 
chance of getting sulphur contain- 
ing oil on the hands, and this mix- 
ture will burn the skin until dark if 
any moisture comes in contact with 
it while still on your hands. 

To protect my hands against this 
possibility, I always wash them in 
clear, clean oil of any light grade, 
and then wipe them clean before 
washing my hands with soap and 
water. Clean oil, I have found, is a 
very good cleansing agent for the 
skin. 


O. W. Ricker, W oodward, Okla. 
(Editor’s Note: As an added pre- 


caution, it is well to smear your 
hands with clean oil before working 
on this type of equipment, too.) 


Question:—Will methyl chloride 
mix with “Freon 12”? , 

Answer:—Yes, quite readily and 
will stay in solution. Pressures, de- 
pending on the quantities mixed, will 
be somewhat less than Freon 12. 


Question :—Is there any solution 
on the market to flush out coils with- 
out leaving residue? 

Answer :—Carbon tetrachloride is 
considered an excellent solution for 
flushing out coils and other refrigera- 
tion parts. 





AEROVOX 


Capacitors 


AEROVOX CORP., NEW BEDFORD, MASS., U.S.A. 


Export: 13 E. 40th St., New York 16, N.Y. » Cable: “ARLAB’ 
|, in Canada: AEROVOX CANADA LTD., Hamilton, Ont. 
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COMMERCJAL REFRIGERATION 
AND AIR CONDITIONING 
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e's vital information on 

itionin: nd commercial refrigera- 
ured and where it is available. 


cclaimed our first announcement of the Salesmen and Contractors Cannot Afford to 


MARKETING HANDBOOK with enthusiasm. We say now be Without This Business Building Source of 
hat it will be even more complete—more informative than Factual Information 
priginally planned. matio 


Pier 


There is commercial refrigeration data compiled 
in the MARKETING HANDBOOK that has never 
before been included between two covers. Think 
what it means to be able to have at your finger 
tips one carefully indexed source which covers: 


@ What equipment is used in 40 potential sales 
fields. 


@ The selling techniques of some of the most 
successful men in the business. 


Data on how, where and why certain equip- 
ment can be sold certain types of trade. 


The engineering data that will enable you to 
figure many jobs with no outside assistance. 


A cross index of (1) which manufacturers make 
each type of equipment and (2) an index of 
available equipment and who builds it. 
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448 INFORMATION FILLED PAGES BOUND IN 
HANDSOMELY EMBOSSED FABRIKOID COVER 


ORDER BLANK 


MANUFACTURERS DIRECTORY CO. 
1240 Ontario St., Cleveland 13, Ohio 


Send me copies of the Commercial Refrigeration and Air Conditioning Marketing 


iT ' Ss A L L i N T al i Ss g oO oO K a ee . oe the press. Pre-publication price $5.00 (postage paid). 


@ A listing of distributors by territory and lines (1 MONEY ORDER 0 CHECK ( COMPANY PURCHASE ORDER 
carried. 


@ Trade names of all products to enable quick 
identification of sources of parts and equipment. 
@ A broad picture of today’s vast market for com- 


mercial refrigeration and air conditioning equip- 
ment. 





IT’S ALWAYS AN OPEN 
AND SHUT CASE WHERE 


e/ 


Eas = We ttrsaneetae 


IS INVOLVED 


Preferred by the leaders* of every 
field where weatherstripping is vital 


When the issue involves the positive exclusion 
of dust, dirt, dampness, heat or cold, there can 
be but one decision— Bridgeport Inner-seal 
Weatherstripping. For protecting vital equip- 
ment on locomotives, maintaining optimum 
hold conditions on refrigerated ships or sealing 
passenger comfort into planes, busses and rail- 
road cars, Bridgeport Inner-seal has no equal. 
Its unique design and rugged construction make 
it easier to install, positive in sealing and 
extremely long lived, even when exposed to the 
toughest treatment. Consisting of a live sponge 
rubber bead molded for life onto a flexible flange 
woven of spring steel wire and strong cotton 
thread, Inner-seal can be fitted, by any careful 
workman, into tight corners or around com- 
pound curves to provide a perfect seal. Standard 
Inner-seal is latex-dipped, but for installations 
exposed to the ravages of oil, grease, sunlight, 
salt water or extreme temperature variations, it 
may be coated with durable neoprene. 

*We'll gladly furnish names on request. 


Inner-seal is manufactured in many 
standard sizes and colors for imme- 
diate delivery, or may be designed 
to meet unusual applications. 
Write for samples and data sheet 
with complete details. 


BRIDGEPORT 1, 
Est. 1837 
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REFRIGERANTS 


The Quality Standards of the I ndustry 


ANSUL WHOLE- 
SALERS are ready 
and equipped to ren- 
der an intelligent, co- 
operative service to 
refrigeration service 
engineers on prob- 
lems which arise, 
from time-to-time, in 
the operation of re- 
frigerating systems. 


ANSUL REFRIGERANTS are the undisputed quality standards of the Refrig- 
eration Industry . . . and this enviable recognition is protected and maintained 
by strict laboratory control of every step in the manufacture of Ansul Sulfur 
Dioxide and Ansul Methyl Chloride. 

Every cylinder of Ansul refrigerants is individually analyzed and carefully in- 
spected to safeguard the rigid standards of purity and dryness and to insure 
maximum safety in handling. 

For more than a third of a century, Ansul has both pioneered and led the field 
in the production of sulfur dioxide for refrigeration purposes. . . . Ansul 
methyl chloride has gained universal recognition in the industry for its un- 
surpassed quality. 
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ANS UL SULFUR DIOXIDE, ANSUL METHYL CHLORIDE, ANSUL OIL, KINETIC’S “FREONS 





You 26,000 


WITH THE 


-Cartified Buying Power” PLAN 
ACTIVE BUYERS 
COMPLETE MARKET COVERAGE 
PRODUCT INTEREST 
INCREASED SALES 
LOWERED SELLING COSTS 


COMMERCIAL REFRIGERATION and AIR CONDITION- 
ING’S “C. B. P.” Plan identifies its more than 26,000 readers as 
authenticated, active BUYERS. The identity of each reader as 
a “CERTIFIED” buyer is validated by 52 selected refrigeration 
and air conditioning equipment wholesalers located in key mar- 
keting areas. These wholesalers subscribe to COMMERCIAL 
REFRIGERATION and AIR CONDITIONING for their active 
customers and best prospects. The wholesalers pay $1.20 a year 
for each subscription. COMMERCIAL REFRIGERATION and 
AIR CONDITIONING’S more than 26,000 wholesaler-authen- 
ticated reader-buyers become more than just circulation . . . 
they represent the known potential national market for refrigera- 
tion and air conditioning equipment. This makes COMMER- 
CIAL REFRIGERATION and AIR CONDITIONING the 
REAL sales link between the refrigeration equipment manufac- 
turer and his prospects. 


COMMERCIAL REFRIGERATION and AIR CONDITION- 
ING’S Controlled Circulation Audit guarantees QUANTITY 


distribution by industry and by individual. Under CCA the 
“CERTIFIED BUYING POWER” Plan guarantees that each 
reader also is an authenticated, active buyer. The refrigeration 
equipment wholesaler, as subscriber for his own best customers, 
acts as the authenticating agent. 

Thus, under “C. B. P.”” COMMERCIAL REFRIGERATION 
and AIR CONDITIONING reaches more than just names, or 
titles, or companies . . . it reaches known, identified BUYERS. 
Here is the Number 1 buying audience to whom you must tell 
your story in 49, 

Other “C. B. P.” magazines published by the Industrial Pub- 
lishing Company are FLOW, for the material handling equip- 
ment field, INDUSTRY and WELDING, for the welding equip- 
ment and supply field, OCCUPATIONAL HAZARDS, for the 
industrial safety, health and fire protection field, and APPLIED 
HYDRAULICS, for the hydraulic field. Send for our booklet: 
“The ‘C. B. P.’ Plan... A New Dimension Added to Standard 
Magazine Audits.” 
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COMMERCIAL REFRIGERATION and AIR CONDITIONING 


1240 ONTARIO STREET, 


CLEVELAND 13, OHIO. — 








